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AIR CONDITIONING 


--.as easy to sell as cornflakes! 


Air Conditioners are as much a part of any re- 
frigeration equipment or service business as 
cornflakes are a grocery store item...and as 
easy to sell. 


Every business depending upon human traffic 
for the moving of merchandise recognizes cus- 
tomer comfort as the No. 1 attraction, therefore 
your potential customers are all those retail type 
businesses in the area you serve. 


Brunner has the units... four popular sizes of 
self-contained air conditioners that provide you 
the right answers to every question of appear- 
ance, price, design, dependability and long self- 
amortizing service life. And —— air con- 
ditioning is a clean and simple installation job. 


® Your letter requesting literature and com- 
plete information will lead the way to another 
source of good volume and good profits. 


st0 yam AIR CONDITIONING 


SINCE 1906 @ Self Contained 3 HP. to 10 HP. 


@ Remote Type 5 HP. to 75 HP. 


BRUNNER MANUFACTURING CO., Utica 1, New York, U.S.A. 


REFRIGERATION CONDENSING UNITS by 
AIR AND WATER COOLED MODELS —<a size BRUNNER 
and type for every purpose... HP. TO 75 HP. 
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Don't depend on continued tight seating of the ex- 
pansion valve alone .. . 


For POSITIVE liquid shut-off on any size install- 
ation use ALCO Solenoid Valves, because: 


1) Accurate machining to extremely close tolerances 
assures leakproof seating. 


2) ALCO Solenoid Valve coils are made of the finest 
materials, impregnated with a special varnish giving 
maximum resistance to moisture, dirt and corrosion. 
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HIGH PRESSURE CUT OUT LIQUID LINE 


A diagram of ALCO Solenoid Liquid 


ALCO 


Liquid or Suction Stop A QUARTER-CENTURY © 


Designers and Manufacturers a C © ] 
of Thermostatic Expansion < 
Valves; Evaporator Pressure 

Regulators; Solenoid Valves; 


Float Valves; Float Switches. 843 KINGSLAND AVE. « ST. LOUIS 5, MO. 
SEE YOUR ALCO WHOLESALER. 
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FIRST of Temprite’s spanking new triplets 
is an explosion-proof drinking water 
cooler, Model PB-10OWE, which may be 
used with absolute safety in potentially 
combustible atmospheres covered by 
CLASS I, Group D of the National Elec- 
trical Code. This classification includes 
gasoline, petroleum, naphtha, alcohols, 
acetone, lacquer solvent vapors, and nat- 
ural gas. Approval of this model for other 
classifications in the National Electrical 
Code is pending, awaiting the completion 
of tests. 

Temprite Model 
PB-1OWE cannot 
possibly generate 
sparks or static 
electricity which 
might cause explo- 
sions. 

The refrigeration 
compressor is her- 
metically sealed 
and all electrical 
apparatus and con- 
nections are en- 
closed within 
Underwriter’s ap- 
proved, explosion- 
proof housings. 

Features: 10.3 
gallons per hour 
capacity. Stainless 
steel top. Accurate 
temperature con- 
trol. 


TEMPRITE PRODUCTS CORP. 
41 PIQUETTE AVE., DETROIT 2, MICH. 


TEMPRITE’S new Triple Service compart- 
ment-type Water Cooler takes plenty of 
bottles. Refrigerated storage compartment 
actually holds up 

to 12 “Coke” bot- 

tles and 4 quarts of 

milk, ginger ale or 

other soft drinks, 

(or equivalent). 

Two handy trays 

freeze 28 cubes of 

ice and standard 3 

or 5 gallon water 

bottle is always 

ready to deliver 

perfectly cooled 

drinking water 

through the Temp- 

rite Cooler... 

Compartment tem- 

perature is adjust- 

able from 35° to 

38° F., for storage 

of beverages, foods, 

pharmaceuticals, 

biologicals, etc. 

Temprite Model 

BTF offers plenty 

of sales appeal in 

thousands of offices, 

studios, small shops 

and laboratories, doctors’ and dentists’ 
offices, private clubs, homes, etc. 


Send me sales franchise details and complete specifications on the following: 


[_] Temprite Model —_____ 


Name 


[_] Complete Line. 


DD cenpiiccnitimniinens 





Address_ 





Company_ 





City 


Zone. State. 


Products Corp. 


TEMPRITE’S Model PB-4 is another new 
drinking water cooler that rounds out 
a large family of no less than 10 models. 
Offering 4-gallon- 
per-hour capacity, 
this new unit was 
designed for use in 
small manufactur- 
ing plants, small 
retail shops and of- 
fices, and similar es- 
tablishments where 
drinking water re- 
quirements are 
moderate. 


Like all other 
attractive Temprite 
bubbler type cool- 
ers, this latest mod- 
el incorporates the 
following sales fea- 
tures: an automatic, 
adjustable water 
flow regulator; ad- 
justable tempera- 
ture control; sanitary streamlined bubbler 
on an attractive stainless steel top; an op- 
tional foot pedal attachment and a five- 
year protection warranty. All local and 
national sanitary codes are met. 


ie | 


; 41 Piquette, Detroit 2 
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THE COVER . . . Owners of women’s specialty shops—and other business 
places as well—are discovering that package air conditioners and water 
coolers “pay out” in customer good-will and extra profits. These two 
products offer important profit possibilities for refrigeration dealers and 
salesmen, too. Read this issue for several profit-pointers. (Photo from 
Frigidaire. ) 


ercial 
eration A “HOW AND WHERE” ISSUE 


AND AIR CONDITIONING 


Air Conditioners — Water Coolers 


FEATURES 


YOUR BEST BET FOR WATER COOLER SALES 
DRINKING WATER REQUIREMENTS 
SALES SLANTS ON AIR CONDITIONING 


3. Give Your Prospects a "Short Course” 
in Air Conditioning 


WANTED: SALESMEN—NOT ENGINEERS 


YOU CAN SELL WINDOW COOLERS 
COOLING SERVICE CHECK CHART 

DOES YOUR SERVICE FIT YOUR CUSTOMERS? 
THE ANSWER IS IN THE PACKAGE 

HERE'S YOUR MARKET 

PACKAGED COOLING—PRODUCTION TOOL 


DEPARTMENTS 


About People 

BTU'S 

Commercial Refrigerator Sales News 
Contractor News 

Here's How 


New Products 

Opportunities 

Over the Counter 

Practical Refrigeration Applications Manual 
Refrigeration Industry News 

Useful Literature 

Index to Advertisers 


NB P 


Published monthly by REFRIGERATION PusBLiIcATions, INC., an affiliate of INDUSTRIAL PUBLISHING 
Co., publishers of Apptiep Hyprau ics, Diz CasTinas, Fiow, Inpustry & WeELpInG, OccuPaA- 
TIONAL Hazarps, and THe TAxIcaB INDUSTRY. Member, Controlled Circulation Audit, Inc., and 
National Business Papers Association. Not responsible for unsolicited editorial material. 
Subscription rates: United States and possessions—$3.00 per year, $5.00 for 2 years; Canada— 
$4.00 per year, $6.00 for 2 years; Foreign—$5.00 per year. Single copy price, 30 cents. All 
subscriptions subject to individual acceptance by the publisher. 

Acceptance under Section 34.64, PL&R, authorized at Milwaukee, Wisconsin. 


and AIR CONDITIONING e MAY, 1950 





WK THAN THE SAHARA 
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Drayness is a critical requirement in the speci- 
fications of ANSUL Refrigerants and ANSUL 
Refrigeration Oils. To safeguard the dryness of 
Ansul Refrigeration Products, specially designed 
container-drying and product-dehydrating equip- he EMPER 
ment is used to eliminate the last trace of moisture. NS THE AIGERAT 

: “ 
Moisture in refrigeration systems results in the mae 
formation of ice, rust, sludges, and contributes to 
the development of other impurities and complica- SJ 
tions. These seriously interfere with the proper AN 
operation of a refrigeration system. 


Pree — 
— 


SUL 150 OIL — 


ANSUL Technicians have prepared a series of The Ae Engrs ae 


p is.  Raeall P 
bulletins on the effects of moisture and other for- ae - pane i by tent 

; : > : z ing refrigeration wholesalers 
eign matter in refrigeration systems. Copies may everywhats. (i vee se 
be obtained from ANSUL wholesalers or by writ- res : y d 


. : a higher viscosity oil ask for 
ing directly to Ansul Research. ene 300.) v 
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ANSUL SULFUR DIOXIDE, ANSUL METHYL CHLORIDE, ANSUL OIL, KINETIC’S “FREONS” 
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POURS... Dependable service for 
plenty of refreshing water at just 


the right temperature . . . a versa- 
tile 3-way Cooler that outserves, 
outperforms any cooler of its kind 
now on the market. 


++. Of course, it’s Electric! 


There’s a big market for this versatile and convenient 3-Way 


Westinghouse Cooler . . . available in 


either a Pressure Cooler 


(as illustrated) or a Bottle Cooler. Both models powr, store and freeze 
in less space than normally occupied by conventional coolers! 

The exclusive 3-Temp with Magi-Tro/ insures three different 
temperatures: water at 50°F, a spacious ice cube and freezer 
compartment at below freezing temperature, and a roomy refrig- 


erated storage space at 35-38°F. The 


Magi-Trol automatically 


maintains the desired temperature for each function. You'll find 
these new Westinghouse Coolers will be tops for 


quick sales, easy sales, many sales. 


WESTINGHOUSE ELECTRIC CORPORATION 


Appliance Division - Springfield 2, 


you CAN BE SURE..1F ITS 


Westinghouse 
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STORES ... Keeps 29 beverage or 
40 half-pint milk bottles ice cold! 
You'll find prospects everywhere: 
private homes, hospitals, small 
biological laboratories and scores 
of other places. 


FREEZES... Andkeeps 3 pounds 
or 28 ice cubes ready for instant 
use! Freezer unit with shelf and 
trays removed, is large enough to 
store 3 pints of ice cream. 


For further information call your Westinghouse 


Distributor or mail this coupon to Westinghouse 


Electric Corporation, Springfield 2, Mass. 


Name 





City 


a 





Get Du-CAL DRYING as it should be! 
—_in McINTIRE D-C FILTER-DRIERS 


Pioneered and perfected for §) Field-Proven for over a year, 
refrigeration use by in thousands of systems, under 
Mcintire Dehydration engineers mm every refrigeration condition 


mT 27 0 


@ Easy installation in liquid line. Can be installed Because McIntire Processed Granular Du-Cal Filter-Drie 
right after receiver. Effective at refrigerant tempera- 1. Guarantee moisture pick-up capacity. 
tures up to 150° F. f ; y ae 

i ‘ , : 2. Leave low residual moisture content in the refrigeran 
@ Remove moisture from refrigerant on first pass ; : y ’ ; 
thru drier. down to minus 60° dew point. 3. Progressive filtering elements, inlet and outlet, retai 


; ; ' all fines. 
@ Double capacity—twice the moisture absorbency of 


conventional driers, size for size, under refrigeration 4. Special design of inlet filter reduces channeling. 
conditions. . Conservative ratings give added capacity in the fiel 
@ Remove sludge, solder flux and foreign particles. 


e Hold all the above within the drier, once removed NEW! DFN DRIER-GRAPH 

from the refrigerant stream. : . , 
Takes the guesswork out of drier selection. It’s 
modern, technically sound and accurate. Ask your 
@ No freezing or plugging of expansion valves. wholesaler for a free copy. 


@ Renders acids inactive. 


@ No corrosion of valves in compressor plates. 
@ Up to 60% less servicing callbacks, report users. Write for new DFN Catalog R-8 


, 25th Yo, 


~ McINTIRE CONNECTOR CO., 251 Jefferson St., Newark 5, N. J. 


Na aes ... all types and sizes, 1/6 hp. to 100 tons 


MOISTURE CONTROL/UNIT MOISTURE INDICATOR 
Ue Ni laos FILTERS 
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trey ‘Lhese 


Copeland engineering 


to easier 


Copeland production 
- SAGs... 


c 


for you 


Copeland quality control 


Especially since Copeland fol- 
lows through with consistent ad- 
vertising and merchandising helps. 
Copeland makes every prospect a 
potential sale by maintaining the 
most complete and flexible line in 
the industry. 


Manufacturers of: 
Refrigeration Units, 
(Open-type and 
Copelametic), 
Water Coolers, Re- 


DEPENDABLE fo#"RtFRIGERATION =~ 


|, COPELAND REFRIGERATION CORPORATION + SIDNEY, OHIO 
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Good fishing all year round | 


DROP US A LINE 
FOR PROFIT-MAKING FACTS ABOUT 


COMMERCIAL REFRIGERATION 


—a complete line for every purpose! 


@ New Automatic Ice Cube Maker. No other machine pro- 
vides so many ice cubes at so low a price. A cold mine in 
4 sq. ft. that’s a gold mine to Carrier dealers. Makes 410 lbs. 
per day. 


bb 15 and 30 Cu. Ft. Food Freezers. The only practical freez- 
ers for commercial establishments. Carrier’s upright design 
holds more food in less floor space and provides reach-in 
convenience to shelves. 


¢€ Fixtures of Every Size and Type. A complete line of re- 
frigerated fixtures for every commercial need — all with 
modern styling, rugged construction and special features 
that make them easy to sell. 


di New Humidry (Dehumidifier). Removes 34 pints of water 
in 24 hours from enclosed areas. Offers dealers profits plus 
in a large, ready-made market wherever there’s a dampness 
problem. 


@ Cold Diffusers and Condensing Units. Designed to team 
together to produce the most efficient cooling at the lowest 
cost of operation in hundreds of different applications. 
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Typical installation on Dome Cooler. 


Installed on flash cooler — keeps 
everything overhead—out of the way. 


Tl} a 


A 
\ 
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PEERLESS_DRJP-PUMP 


solves drain location problem for 
every type of commercial installation 


No more dangling drains . . . . now the drip drain goes 
UP and out, overhead, in whichever direction you care to 
run it. No longer need valuable cooler space be obstructed 
with drains, nor units be abused by collision with these 
hard-to-see hazards. The new Peerless Drip-pump is in- 
stalled in a minute; simply detach present gravity line 
connection and substitute this lightweight self-mounting 
pump. The simple trouble-proof impeller pump is driven 
by a rugged life-time “flea-power” 10 watt motor. Electrical 
connection is made in parallel with unit fan motor, runs 
only when unit turns on, uses less current than a small 


light bulb. 


Available immediately in quantity—attach the coupon 
below to your letterhead and let us rush fo you one 
unit for that installation which you know needs imme- 
diate attention. List price $35.00. Trade discounts. 


PEERLESS of AMERICA, Inc. 
1501 N. Magnolia Street 
Chicago 22, Illinois 


SN J @ For superior performance specify all these 
BS (A PEERLESS products: Flash Plates, Flash Coolers, RUSH today one (or more ) Peerless Drip Pump. 
y S Dome and Unit Coolers, ice Cube Makers, Fin 

Coils, Off Center Coils, Expansion Valves and 


Capacity Boosters, Write for Details. Name. 


Pr tes 
AMERICA 


*< 


PEERLESS of AMERICA, Inc. 





Company Name. 





Address. 





1501 N. MAGNOLIA STREET CHICAGO 22, ILLINOIS 
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Choose this VESEA Two-in-One Motor 


The selection of the right motor to power your product 
is all important. Troublefree operation, dependable long 
life performance, the ability of the motor manufacturer 
to provide on-the-spot service when needed, and the 
reputation of the manufacturer are all factors that build 
real customer satisfaction. 


The versatile Wagner Type RA repulsion-start induction 
motor is not only the dest choice for practically every 
type of motor-driven appliance and machine utilizing 
single-phase current, but is practically the only choice 
for a wide variety of applications because of its low up- 
keep cost, minimum servicing, freedom from vibration 
and noise, and years of reliable service. 


More than 450 Wagner Authorized Service Branches 
and Parts Distributors plus 25 Wagner-owned Service 
Branches provide on-the-spot service, genuine repair 
parts, or service exchange motors. 


The graph at right shows the performance curves of the 
Wagner Type RA Motor. The motor starts as a repulsion 
motor with high torque but low current and switches to 
an induction motor while approaching rated speed to 
assure a constant high operating speed, even under over- 
load, and a flat efficiency curve over a wide operat- 
ing range. 


ELECTRIC 


AUTOMOTIVE 


The Wagner single-phase repulsion-start induction 
motor is widely known as industry’s “general purpose’ 
motor because it combines the best features of two types 
of motors: the repulsion motor during the starting 
period, and the induction motor while running at rated 
operating speeds. Pioneered by Wagner more than half 
a century ago, the Wagner Type RA offers the most 
simplified, troublefree design available, and is still the 
standard by which all other single-phase motors 
are judged. 


PERCENT OF SYNCHRONOUS SPEED 


WAGNER ELECTRIC CORPORATION 
6442 Plymouth Ave., St. Lovis 14, Mo., U.S.A. 


MOTORS + TRANSFORMERS + INDUSTRIAL BRAKES 


BRAKE SYSTEMS —~ AIR AND HYDRAULIC 


BRANCHES IN 31 PRINCIPAL CITIES 
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COPPER TUBE END 


it’s the sign of 


a vibration-free job. . . 


COPPER FERRULE 


FLEXIBLE 
BRONZE TUBING 


it’s ante Vibration Eliminator 


OMPRESSOR VIBRATION and noise is muffled 
plenty in a line equipped with an American 
Vibration Eliminator. What’s more, the line that 
absorbs vibration is far less apt to fail from fatigue. 
An American Vibration Eliminator is the finest 
product of its kind. The corrugated bronze tubing is 
seamless. Copper ferrules and tube ends are bronze 
welded. Each unit is pressure-tested under water, is 
spotlessly clean and dry, with ends firmly sealed. 
Individual packages are clearly marked. You get the 
best when you buy “American.” 


It’s also the best refrigeration engineering practice to 


For dependability .. . us 
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use ANACONDA Copper Refrigeration Tube. This 
uniformly soft copper tubing that bends and flares 
easily is mirror-smooth with a clean, bright interior 
that makes solid seats. It’s 
dehydrated even beyond 

A. S. R. E. requirements; 

cup-sealed for complete 

protection and minimum 

waste. 


Your jobber handles American Vibration Eliminators and 
ANACONDA Copper Refrigeration Tube. Ask him about them 
today. The American Brass Company, Waterbury 20, Connecticut. 
In Canada: Anaconda American Brass Ltd., New Toronto, Ont. 


e 


REFRIGERATION TUBE and 


AMERICAN VIBRATION ELIMINATORS 


11 





Cross-Hto 


pulls up greater profits! 
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Yes . . . you can eliminate all losses from 
breakdowns and definitely count on greater 
profits when you use these Heavy-Duty “Cross- 
Flo” Drier-Filters. For now, with Molded 
DuCal Drierite as the drying agent, you get 
the highest-possible efficiency even at liquid 
temperatures up to 150°. The secret is in our 
exclusive “Cross-Flo” construction, wherein 
the refrigerant flows across and between the 
self-spacing discs of Molded DuCal Drierite— 
which are positively guaranteed to remove and 
retain moisture even at high liquid tempera- 
tures and down to extremely low dew points. 
Thus, you can count on prevention of refriger- 

Cross-Flo capacities: 1, 2, 3, & 5 tons. A ee = = oe ee 
Connection sizes: 4%” thru %” SAE; ’” O.D. SWT. , 


Send for Literature and Prices 


CARRIED IN STOCK BY LEADING WHOLESALERS EVERYWHERE 


West Coast warehouse stock at: 2103 So. San Pedro, Los Angeles, Calif. he 


EXPORT DEPARTMENT: Melchior, Armstrong, Dessau—Ridgefield, N, Je ZELIENOPLE, PENNSYLVANIA 
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SPECIFY 
AINE 


Trade-Mark 


For Refrigerant Gases 


CYLINDERS Because You Get... 


O Uniform Wall Thickness — Unusually close toler- 
ances in wall thickness assure you a superior cylinder. 


8 Long Life—Years of extra service and added pro- 
tection against denting, piercing, corrosion, and pitting 
result from the thicker walls and rugged construction. 


© Light Weight — You cut transportation costs because 
there are no extra-thick sections which only add weight 
without adding strength. 


© Maximum Safety — All cylinders are tested for 
leakage with dry air, in addition to standard safety tests. 


© Benefit of Years of Experience — Unsurpassed 
design and production come from more than 35 years of 
experience and skill in the development, manufacture and 
use of compressed gas cylinders. 


Prest-O-Lire cold-drawn cylinders for re- 


frigerant gases are available with or without 


G More Than Code Requirements — You know 
Prest-O-Lite cylinders will never let you down because 


valves in 5-lb. (rounded bottom or with foot : : 
_ ( they’re made, tested, and inspected not only in accordance 


ring), 10-lb., 25-lb., and 35-lb. sizes. You can 


y . ee with I.C.C. Specifications but also undergo many rigid 
have 50-lb., 100-lb., 150-lb., or special sizes and 


: Sete tests far beyond these requirements. 
designs quickly made to your specifications. 


You save money in the long run when you 
insist on the best cylinders. Fill in the coupon THE LIN DE Al R PRODUCTS COMPANY 
below and mail it today for more information Unit of Union Carbide and Carbon Corporation 


. ‘ East 42nd Street [39 New York 17,N. Y. 
about Prest-O-LirTeE cylinders that will meet 7 — . a es 

Offices in Other Principal Cities 
your needs. 


In Canada: DOMINION OXYGEN COMPANY, LIMITED, Toronto 


The term “Prest-O-Lite” is a registered trade- 
mark of The Linde Air Products Company. 


THE LINDE AIR PRODUCTS COMPANY 
30 East 42nd Street MAIL THIS 


New York 17, N. Y. 


COUPON 


Please send literature and full information about PREST-O-LITE cylinders for refrigerant gases. 


COT oo 6 600046 


ADDONS. ccccccccccccccccccccccccccccescececcececcesecesoecoeeeeseeses 
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_America’s most flexible 
_ line of air conditioners 


ly TO 90 TONS 


Wide range of sizes—1/2 to 20 tons 
—makes it easy to sell the right air 
conditioner for the right job. 

e 

Typhoon engineering is a byword 
in the industry — pioneers of 
many major advances in 
modern air conditioning. 


Expert sales training pro- 
gram for your selling staff. 
e 

Complete advertising 
and promotion plan— 
bringing steady flow 


of leads to Typhoon P 1-2-3 Ton Units 
dealers. For office suites, 
homes, small retail 
dl stores and service 
Over 40 years of shops...efficient, low 
experience in a cost performance in 
research and”: od space instal- 
: ations. 
eecture 5-75; Ton Units 
}e. CAF COO!- Most widely used of all 
ing field. - Typhoon free-standing air 
conditioning units. Ideal for 
the average retail store, small 
and medium-sized theaters, 
and food markets. 
8-10 Ton Units 
Large capacity unit in a small, com- 
pact package, answers all the air con- 
ditioning requirements of the average 
theater, large store and office installa- 
tions. 
15-20 Ton Units 
Newest Typhoon achievement... packaged 
air conditioning for large theaters, arenas, 
supermarkets and other buildings requiring 
high cooling output. Specifically engineered 
to eliminate the need for costly and bulky 
central plant systems. 
EVAPORATIVE CONDENSERS: 3 to 20 Tons 
Save 95% of water—and water costs — with 
Typhoon evaporative condensers. 


TYPHOON AIR CONDITIONING CO., Inc. 
794 UNION STREET. BROOKLYN. N. Y. , 


} 


! 





LETTERS 


A Helping Hand for 
Uruguayan Firm 


EDITOR: : 

We understand from our friends, the 
Brunner Mfg. Co., Utica, N. Y., that 
you are publisher of a paper or maga- 
zine entitled “Commercial Refrigeration 
& Air Conditioning.” 

Kindly let us know how often this is 
published, the cost per subscription (to 
be sent to Montevideo, Uruguay), and 
let us have a sample copy. 

If you also publish any books, man- 
uals, service bulletins, etc, having to 
do with refrigeration, please send us a 
list, with cost of each. 

We have customers in Montevideo, 
Uruguay, engaged in the manufacture 
of household refrigerators, and who also 
make commercial and industrial installa- 
tions, and these friends are greatly in- 
terested in knowing what literature is 
available here that might not only be 
of help to them, for their library, but 
also of general interest in keeping them 
informed as to developments, etc. in the 
refrigeration trade—Henry R. Ahrens, 
Mecke & Co., New York, N. Y. 


Foreign subscription price of our 
monthly magazine, COMMERCIAL RE- 


| FRIGERATION AND AIR CONDITIONING, 


is $5.00 per year. 
In addition to the magazine we also 


| publish a MARKETING HANDBOOK de- 
| voted primarily to information on how 


and where various items of commercial 
refrigeration and air conditioning equip- 
ment can be utilized in more than forty 
individual fields such as food stores, res- 


| taurants, hotels, hospitals, etc. This 


HANDBOOK is priced at $5.00 per copy. 


Thank You, Mr. Kirkpatrick! 


EDITOR: 


We noticed a letter in your March 


|issue asking for information realtive 


to a list of manufacturers of gasoline- 
driven refrigeration units and power 
take-off units for truck application. 
Since your answer to this letter was 
inadequate we are taking the liberty 
of listing the manufacturers in this grow- 
ing section of the industry. 

Gasoline-Driven Units: American Mfg. 
Co., Montgomery, Ala.; Advance Mfg., 
Inc., Detroit, Mich.; Transport Cooler, 
Farmington, Mich.; Freezever, Inc., 
Lansing, Mich.; U. S. Thermo Control 
Co., Minneapolis, Minn. 

Power Take-Off Units: Coldmobile 
Co., Detroit, Mich.; Hydra-Aire, Inc., 
Waukesha, Wis.; Kold Trux, Inc., St. 
Louis, Mo.; Batavia Body Co., Batavia, 
Ill.; Kold-Hold Mfg. Co., Lansing, Mich. 

The above lists are by no means com- 
plete but should serve to answer your 
reader’s letter—H. O. Kirkpatrick, presi- 
dent, Coldmobile Co. 
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HIGH QUALITY of Barricini’s candy is maintained by air 
conditioning in many of their New York shops. Installa- , 
tions consist of 5-ton and 3-ton York and Frigidaire self- 


contained units. 
a. a 7. 


COMFORT is assured in Saks Fifth Avenue by circulation 
of 544,000 cu. ft. of cooled air per minute. Worthington 
centrifugal air conditioning equipment keeps temperature 
between 72 and 76° F., and 50% relative humidity. 


Why “FREON” refrigerants are recommended 
for retail store air conditioning systems 


Adaptability. ‘‘Freon’”’ safe refrig- 
erants are unhesitatingly rec- 
ommended for air conditioning 
systems in retail stores—large or 
small—old or new. They permit 
unlimited flexibility in design of 
equipment and installation to meet 
varying loads of customer traffic 
with minimum alterations in exist- 
ing stores—important considera- 
tions to Saks Fifth Avenue. 
Safety.‘‘Freon”’ refrigerants are 
nontoxic, nonflammable, non- 
explosive, noncorrosive, colorless 


16 


and practically odorless. Their 
purity helps maintain efficient and 
trouble-free operation, assuring cus- 
tomer comfort—protecting mer- 
chandise. Important considera- 
tions for preserving the flavor and 
freshness of Barricini’s quality 
candy in many of their smart 
New York shops. 

That’s why engineers and equip- 
ment manufacturers everywhere 
have no hesitation in recommend- 
ing “Freon” safe refrigerants in 
large and small commercial, indus- 


trial and household air condition- 
ing and refrigeration systems. 


KINETIC CHEMICALS, INC. 
Tenth and Market Streets 
Wilmington 98, Delaware 


SAFE REFRIGERANTS 


“Freon” is Kinetic’s registered trade-mark 
for its fluorinated hydrocarbon refrigerants. 
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NO TRICK KEEPING DRYSEAL pry 


REFRIGERATION TUBE 


= WE DOUBLE-CRIMP IT! 


You don’t have to worry about moisture when you use 
Revere Dryseal Refrigeration Tube! A special precise, 
mechanical double-crimp seal made at each end of the 
tube when it is manufactured keeps the inside com- 
pletely bone dry and free from dirt. And because this seal 
does not change the diameter of the tube it will pass 
through any opening large enough for the tube itself. 


Dryseal is easy to install, too. For it is dead-soft and can 
be bent with the hands with ease. And when you want 
to flare it for compression fittings you'll find it can be 
done without danger of splitting. This is because of 
the ductility and soft temper of the copper used. 


Dryseal is now made to new, more economical dimen- 
sional standards, with tube sizes from %" to %" O.D. 
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It comes neatly packed in attractively designed carton 
making it easy to identify in stock. All of which makes 
for an easier, faster, trouble-free quality installation. 
Ask your distributor about Dryseal next time you order 
refrigeration tube. He has Dryseal and will give you 
prompt delivery. 


REVERE 


COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 1801 
230 Park Avenue, New York 17, New York 


Mills: Baltimore, Md.; Chicago, Ull.; Detroit, Mich; Los Angeles and 
Riverside, Calif.; New Bedford, Mass.; Rome, N. Y. 
Sales Offices in Principal Cities, Distributors Everywhere 





JAMISON DOORS at work for a meat packer 
| aia 


AT TOBIN PACKING CO., INC., ALBANY, NEW YORK 


TRACK DOORS SPEED HANDLING— 
SAVE REFRIGERATION 


Fast movement of material in and out of the refrigerated 
space by monorail is possible with Jamison Track Doors 
which permit free passage of the trolley. The Jamison 
freezer doors illustrated are not only metal clad but 
they have an additional metal kick plate on the bottom 
to protect against possible battering from trucks. An 
unusual feature of this installation is the all-steel 
frame in which the door is hung. The three E-Z-Open 
Fasteners assure uniform gasket compression for a good 
seal all around. 


Rus oy 


fl 


The standard line of Jamison doors will meet the | 
majority of user requirements for temperatures, 
dimensions, applications. 


The oldest and largest For detailed information on these and other Jamison Cold 
builder of cold storage doors in the world Storage Doors, request Catalog 175. 


JAMISON COLD STORAGE DOOR CO. * HAGERSTOWN, MD., U.S.A. 
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contest closes \Easy T0 Enter 


ae Way 31S |W Purchase Required | 


. . new ue 
Beret Fyperth Sone |e aon es 
wast waust 
| w own 


SS 
———— 


The Easiest Way To Make Money 
You Ever Heard Of / 


The MECHANICS’ JACK-POT is a 

different kind of contest. Absolutely no purchase 

is required to enter—no box tops, no coupons. (You don’t 

even have to be an owner of Bonney Tools!) All you have to 
do is complete this sentence in 25 words or less: 


“| PREFER BONNEY TOOLS BECAUSE...” 


Your chance of winning is every bit as good as the next 
fellow's. Just read the rules, complete the entry blank 
attached to this ad, and mail it to MECHANICS’ CONTEST, 
BONNEY FORGE & TOOL WORKS, P. O. BOX 831, ALLEN- 
TOWN, PA. The important thing isto sendin yourentry now. 


READ THESE RULES CAREFULLY 


1. The contest is open to all mechanics and mechanics’ helpers in the 
continental United States. 


2. The following are not eligible: employees of Bonney Forge & Tool Works 
and members of their immediate families; employees of any Bonney 


sales organization, distributor or jobber; employees of the Bonney Forge 
& Tool Works’ Advertising Agencies. 


3. All entries must be postmarked not earlier than March1, 1950 and not 
later than May 31, 1950. Address your entry to: Mechanics’ Contest, 
Bonney Forge & Tool Works, P. O. Box 831, Allentown, Pa. 

4. The entries will be judged for originality and aptness of thought. 
Duplicate prizes will be awarded in case of ties. The decision of the 
judges will be final. Entries will not be returned, and all become the 
property of Bonney Forge & Tool Works. 


BONNEY FORGE & TOOL WORKS 


BONNEY 


TOOLS 


5. Contest winners will be notified by letter no later 
than June 30, 1950. Winner lists will be available 
on request to contestants who send in stamped, 
self-addressed envelopes. 


. Each contestant is limited to one entry. If more 


than one is sent in, only the first entry received 
will be considered. 


YOU CAN WIN ONE OF THESE BIG PRIZES 
$1000.00 Fourth prize $100.00 
500.00 __—sw— Fifth prize . 50.00 
100.00 Sixth prize 50.00 
Seventh prize $50.00 


. PLUS 100 prizes of $15.00 Tool Purchase 
Certificates 


First prize 
Second prize 
Third prize 


PLUS 400 prizes of $11.00 Zenel Open End 
Wrench Sets 


. PLUS additional prizes of Bonney Tie Clasps for 
the next 1000 best entries. 


ENTRIES MUST BE POSTMARKED NOT LATER THAN MAY 3ist Ay’ ¥.V 7a 


'- ~ —_ 
| 


OFFICIAL ENTRY TODAY 


BONNEY FORGE & TOOL WORKS , 
P. O. Box 831, Allentown, Pa. 


MECHANICS’ JACK-POT CONTES 


“| prefer Bonney Tools because 


In order to help your Bonney Jobber Salesman participate 
this contest, ask him to help you with your entry statement and 
if he does help you, enter his name here 





NIBCO 


WROT FITTINGS 


if we delivered them in a jewel case like 
this, NIBCO WROT Fittings couldn’t be finer 


for their purpose. They really are gems when you want a job 
to be proud of —they form perfect solder joints, leakproof, 
stronger than the tube! They’re accurately formed to close 
tolerances under hydraulic pressures, by a patented process. 
NIBCO’s uniform quality assures long life, trouble-free serv- 
ice —protects your profits and builds more business. 

NIBCO WROT Fittings come to you conveniently packaged | 
and marked for quick, easy identification, in time-saving | 
cloth sacks. Available in a wide range of sizes and types. It 
will pay you to standardize on NIBCO WROT Fittings for 
refrigeration and air conditioning jobs. Write now for Catalog. 


NORTHERN INDIANA BRASS CO., 514 Pium St., Elkhart, Ind. 


Quality Valves and Fittings Since 1904 
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FRIGIDAIRE’S YT RELAY SETS 
NEW PERFORMANCE STANDARDS! 


Matching the simplicity of the famous Meter-Miser, Frigidaire’s new 
YT Relay shows the results of years of experience with refrigeration 
motor control. This relay has only % the number of parts in previous 
relays of this type—actually uses only 3 moving parts in normal 
operation. It is manufactured and calibrated with the utmost precision, 
and its revolutionary design assures completely reliable starting control 
and overload protection under all conditions. 


No Worries With Frigidaire Parts! 


**A serviceman can repair with confidence 
when he uses genuine Frigidaire Service 
Parts, because he knows they mean perform- 
ance at its best,” says Oliver N. Hegge, 
Richfield Appliance, Minneapolis, Minn. 
“Precision-built Frigidaire Parts help us 
give our customers the dependable repair 
work they expect and deserve.” 


oo 
1950 CATALOG 


2 a 


FRipy, Ree 
es TY 


: eee) NTs “y 


FREE! Big New 1950 


Frigidaire Parts Catalog! 


Every serviceman who works on Frigidaire 
Equipment needs a copy of this new 1950 
Frigidaire Parts Catalog. It’s larger than 
ever —lists more needed parts, more handy 
special tools, more profitable accessories. It 
has up-to-date parts data for newest Frigid- 
aire models. Get your free Frigidaire Parts 
Catalog now—mail this coupon today! 


Frigidaire Parts Give Best Results! 
“With dependable, precision-built Frigidaire 


Parts, we're sure of giving our customers 
the best service at the least expense,” says 
Paul] Garthe, Paul Garthe Refrigeration and 
Appliances, Traverse City, Mich. 


Frigidaire YT Relay Gives Better Protection — Gets 
Top Performance from Meter-Miser Units! 


The YT Relay gives better protection be- 
cause it gives faster protection. And its 
action is so positive that contacts cannot 
stick or burn. Unique design automati- 
cally compensates for room temperature 
changes, permits faster response to over- 


loads, reduces heating of motor windings, 
lengthens motor life. Tightly fitting cover 
keeps out dust and insects. 

Your Frigidaire Parts Distributor can 
supply you with Frigidaire YT Relays for 
use with 1/8 HP and 1/9 HP Meter-Misers. 


FRIGIDAIRE Parts and Accessories 


FRIGIDAIRE DIVISION 


GENERAL MOTORS CORPORATION 
1450 Amelia Street, Dayton 1, Ohio. (In Canada, Leaside 12, Ontario) 
Please rush my free copy of your new 1950 parts catalog — “Genuine Precision-Built 


Frigidaire Parts and Accessories.” 
Name 

Firm Name 

Address 


City... 
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Increase your VBett 
business 00%. 


with the Dayton 
“take-home-a-spare” plan 


When customers call for a replacement V-Belt, Dayton 
Dealers say: “Sure—here’s the right belt. And why not 
carry a spare? Then if a belt breaks on a Sunday or 
Holiday when we’re not open, you have a replacement 
Dayton V-Belt for that emergency.” 

Belt sales increase up to 100% when customers say: 
“O.K.—better give me the spare, too.” They appreciate 
this service; and you'll get first call to make any in- 
stallation. 

Dayton’s “Take-home-a-spare” sales plan includes 
Salesmaker assortments of fast-selling belt sizes, belt- 
matching stick, store and window posters, display and 
selling suggestions. To get this profitable plan in your 
area now, call the Dayton jobber, or write: 


THE DAYTON RUBBER CO., DAYTON 1, OHIO} 


Daytom Awiolber 


WORLD'S LARGEST MANUFACTURER OF V-BELTS 
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YES, GENERAL ELECTRIC DEALS YOU IN 
ON THE NEW HERMETICS BUSINESS! 


Now you can sell both open and her- 
metically sealed condensing units. 
Now you can replace sealed units in 
the field with reliable, long-lasting G-E 
hermetics. Now, too, you can obtain 
G-E hermetics for installation in new 
refrigerated cabinets. There’s money 
for you in the hermetics field. 


GET YOUR FULL SHARE! 


REMEMBER, over 1 milfion G-E condensing units have been 


built. This means a tremendous G-E parts business. For YOU! 


GENERAL @ ELECTRIC 
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75 G-E Parts Depots all over the U.S. 
carry the G-E Condensing Unit line. 


1. G-E sealed condensing units and replace- 
ment parts. 


G-E open units, % to 10 HP. 


Replacement parts and replacement com- 
pressor bodies for units from % to 75 HP. 


Compressor bodies with flywheels and serv- 
ice valves from ¥% to 10 HP. 


mail this coupon today! 


General Electric Company, Section CR6, Air 
Conditioning Department, Bloomfield, N. J. 

Please send me your new specification sheet on 
the G-E sealed condensing unit, plus your condens- 
ing unit and replacement parts catalogs. 


lam a service engineer [] dealer [] 
manufacturer [] contractor [] 


COMPANY 
ADDRESS. 





York Refrigeration Unit with an 
Allen-Bradley Bulletin 709 Sole- 
noid Starter. 


equipped with 


B) trouble Free Motor Controls 


WHY ARE ALLEN-BRADLEY STARTERS SO POPULAR for air- 
conditioning service? . . . Because they are trouble free. Only one 
moving part. No pivots, pins, or bearings to corrode or stick . 
jumpers to break. You install them ... and forget them! 


NO CONTACT MAINTENANCE. Allen-Bradley patented silver 


alloy contacts never need cleaning, filing, or dressing. 


DEPENDABLE OVERLOAD RELAYS. Allen-Bradley thermal re- 


Bulletin 709, Size 1 Sole- lays are accurate and dependable even after long service. 
noid Starter. Compact, 


, 
simple, and trouble free. The A-B trademark stands for millions of trouble free operations. 
Ample wiring space. Allen-Bradley Co., 1340 S. Second St., Milwaukee 4, Wisconsin. 


ALLEN-BRADLEY AIR-CONDITIONING AND REFRIGERATION CONTROLS 


PRESSURE AND TEMPERATURE MANUAL 
CONTROLS 


B 6 


O 


High-pressure 
cutout and mo- 
tor starter in 
same enclosure. 
Temperature 
controls can be 
mounted with 
motor starter 
in same way. 


+-no 


AUTOMATIC COMBINATION HEAVY COMPRESSION 
STARTER STARTER STARTER STARTER 


« 
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Simple, Positive, Low Cost, Enduri 


RELIEF PROTECTION 
WITHOUT _ LEAKAGE 


THE GREAT NEW RELIABLE, REMARKABLE 


BS«B ¢ BS«B 


REFRIGERANT oe we | tees SAFETY 
RELIEF | | 
VALVE 


Here’s the famous pressure relief 
fuse with the pre-formed metal 
rupture disc that bursts in tension § <-41 cp 
Handles pressure rises with ease % Predetermined pressure. Acts MIDGET 
. re-sets tightly to prevent loss. instantly. Provides a full-throated, 
This new valve has been proved P'PO-S!%e unrestricted relief open- 
tight in excess of 200 blow-downs! '"9- Tens of thousands in use the 
Approved by City of Chicago Re- Fld over. 
frigeration Inspection Department. For refrigeration systems, two 
for installation in that city with or types of SAFETY HEADS are ideal. 
without SAFETY HEAD. Even The Midget is a low-priced “‘throw- 
greater protection against possible ogway” unit with rupture member 
leakage caused by foreign particles _ installed. Use as a coupling after 
in the system is given by installing disc has burst. 
. ne ee oe er cott ean The Baby has renewable disc. 
nection (see ASME Unfired Pressure . 
Vessel Code, para U10-b). Replacement accomplished easily, 
BSGB’s large production facilities quickly. 
insure volume production. It is an Both are available in several 
ideal relief valve for medium and _ sizes, designed for various pres- 
large installations. Send coupon for sures. Send coupon today for 
details. complete facts. 


r CE ee ee ee 
a BLACK, SIVALLS & BRYSON, INC. 
MANUFACTU RERS 720 Delaware, Section B-11-5 
' Kansas City 6, Mo. 
JOBBERS ... 


CiSend complete literature concerning BSGB Refrigerant 
Add safety to your product, Relief Valve (Send full information about BSGB SAFETY 
beest your sales. Attractive HEADS (Please have Sales Engineer call [])Send quantity 
Giscounts offered for larger discount information. We are (ClJobber (Distributor 
— purchases. Write, wire (C0 Equip. Mfgr. (Supply Company. 
y- 


REFRIGERANT MRL 
RELIEF VALVE Hii 


} STREET 


BOLTED 
BABY 


cITY ZONE STATE 
Diesescniaccem aecnceienenaneliiibiaall 
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What the 
M4 "EXTRA DRY ESOTOO” 
rsa steely feo eee 
should know Frm Dev" cn oineaniies Bate 


neers have endorsed for more than 20 


Te 


*y-METH-L” (B.P.—10.7 °F.) 


nds b RI G ’ a AT | 0 N Virginia Methyl Chloride is made specifi- 
cally for refrigeration use. Low moisture 
?, content, low acidity and narrow boiling 
d | range recommend “V-Meth-L” for the 
iu au 1 ¢ S rs most exacting requirements. 
. / “FREON” REFRIGERANTS 


“FREON-11” “FREON-12” 


To Charge a System, ~—. —— 
Use Refrigerants “FREON-22” “FREON-113” 


“Boiling Point’’ “Boiling Point’”’ 
That Are —41.4°F. 117.6°F. 


Consistently Pure, “FREON-114” 
“Boiling Point’’ 
Consistently Sure... 38.0°F. 
Virginia Smelting Company is distributor 
for Kinetic’s “Freon” Refrigerants. 


HOW TO SEAL CASES, ASK YOUR WHOLESALER 


INSPECTION PLATES, 


OR WRITE 
re Greer VIRGINIA SMELTING 
When you seal out moist air, you prevent conden- 


sation, corrosion and insulation troubles. The out- COMPANY 

standing seal, the one preferred by service and WEST NORFOLK 

maintenance engineers, is Permagum. Brown PHILADELPHIA e NEW YORK e BOSTON 
Permagum comes in 2%-lb. and 45-lb. slugs. CHICAGO + DETROIT ° ATLANTA 
Adheres to any dry surface. Never hardens; stays 
plastic from 0° to 350°F.; absolutely odorless. Gray 


white Permagum comes in rolls contain- 

ing 80 ft. of »” cords. Seals 

around wiring; won’t 

a attack rubber. 
ae ° 


| Never hardens; | VIRGINIA | 


odorless; can 
be painted im- 
mediately. 
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You get a clean, free flow of 
refrigerant with accessories 


by SUPERIOR 


You'll find that Superior Driers and Heat 

Exchangers will give you greater performance 

in every job. Driers—available refillable and 
non-refillable—filter your refrigerant clean for 

maximum efficiency. Heat Exchangers increase capacity 
and reduce running time on every size installation. 

For information on these and many other quality 
Superior accessories, write us today for catalog R3. 


See your local wholesaler for all your accessories 





Superior valve and fittings co. aN 


Pittsburgh 26, Pa. 
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here’s low-cost 
protection for 


PRESSURE-LUBRICATED 
COMPRESSORS 


Low lube oil pressure . . . or slow pickup of oil pressure 
at the start of a cycle can happen in the best of pres- 
sure-lubricated refrigeration compressors. And when 
it does... damage to seals and bearings may result. 


But, you don’t have to take this gamble anymore! 


Now ... for the first time . . . you can have life-time 
protection against such compressor breakdowns with 
the new PENN Series 275 Oil Protection Control with 


built-in Time Delay Switch. 


) 
Then, when the compressor starts, if the oil pressure 


does not build up to the proper point within a safe 
time period, the PENN 275 stops the compressor 
automatically before damage can occur. If oil pressure 
drops below a safe minimum during the running cycle 
.-.and does not rise to normal within the time delay 


period ...the control shuts off compressor operation. 


Thus, the compressor never operates more than the 
predetermined safe time on subnormal oil pressure. 


Result? Positive, automatic protection at all times! 


Investigate this new, low-cost protection for refrig- 
eration compressors or for other pressure-lubricated 
equipment. For complete information ask your com- 
pressor manufacturer or wholesaler or write Penn 
Electric Switch Co., Goshen, Indiana. Export Divi- 
sion: 13 E. 40th St., New York 16, U. S. A. In Canada: 


Penn Controls, Ltd., Toronto, Ont. 


AUTOMATIC CONTROLS 


FOR HEATING, REFRIGERATION, AIR CONDITIONING, PUMPS, AIR COMPRESSORS, ENGINES, GAS RANGES 
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News « Laws+Tnrends 


MPROVEMENTS in design and ap- 
plication have opened up tremen- 
dous markets for theater air con- 
ditioning equipment, in the opinion of 
. P. Hansen, vice president in charge 
of sales of United States Air Conditining Corp. 

He points out that while some 75% of the nation’s 
theaters have some form of air conditioning, only 15% 
actually have complete, modern systems. 

“The cost-conscious theater operator of today cannot 
afford to pass up the advantage of the installation and 
maintenance savings of ‘packaged’ systems which now 
offer increasing efficiency and reduced cost and physical 
size,” Hansen said. Not only is cooling required for the 
main theater auditorium, but for smaller spaces such as 
projection booths and private offices, he declared. 


Most Theaters 
Still Need 
Some Cooling 


OMETHING new has been added 

Magnets Close to household refrigerators. This 

Doors on This time it’s self-sealing magnetic doors, 

New Refrigerator introduced by General Electric on a 
two-door combination refrigerator- 
home freezer which it has just brought out. 

According to L. H. Miller, manager of the household 
refrigerator division, the new doors close almost without 
a sound, and form a tight, uniform seal with the cabinet. 
Both the door to the large fresh-food compartment and to 
the smaller freezing compartment close magnetically. The 
plastic door gaskets are lined with one-inch Alnico mag- 
nets, and are attracted to the steel cabinet as the doors 
swing shut. There is no latch mechanism. 


o. made by two St. Louis sur- 
geons indicate that bones of other 
persons, frozen at very low temper- 
ature and kept in a “bone bank” will 
work very well in patching up pa- 
tients with skeletal defects, it was reported at the recent 
clinical congress of the American College of Surgeons. 

The surgeons, Dr. Fred C. Reynolds and Dr. David R. 
Oliver, of the Washington University school of medicine 
and Barnes Hospital, told how they had tried the idea 
successfully with dogs. They pointed out that whereas 
the theory had been held that bones from the injured 
person’s own skeleton were best for grafting purposes, 
their tests showed that frozen or chemically preserved 
bones from a “bank” worked just as well. They noted 


“Bone Bank” 
Research 
Advances 
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that such grafts are used only to fill the gap until new 
bone is grown at the site of the defect. The grafts do not 


grow. 


T HE 11 to 17 cubic foot capacity 
Large Home home freezer has shown a definite 
Freezers Gaining trend toward the greatest public ac- 
Public Favor ceptance, according to the sales man- 
ager for a major refrigerator-freezer 

manufacturer. 

Citing statistics compiled by National Electrical Manu- 
facturers Association, this producer noted that freezers 
in the 3-to-7 foot range appear to be on their way out. Im- 
provement in the general freezer sales situation was fore- 
seen because: 

1. Consumers were being sold freezers in 1949, rather 
than just buying them off the floor. 2. Dealers apparently 
were practicing a more aggressive selling program to 
make the consumer aware of frozen food storage needs. 
3. Home freezers have saturated about 4.2% of the wire 
homes in the U. S., and reached that point in less than 
four years—much faster than the refrigerator or the 
ironer (the last of which has saturated 7.3%, or the 
electric range, which has taken 30 years to reach the 15% 
saturation mark. 


MORE PROFIT POSSIBILITIES FOR YOU 


HIS, the second of our “How and Where” issues, 

features profit opportunities for dealers and 
salesmen in the merchandising of package air con- 
ditioning equipment and drinking water coolers. 

You'll find in this issue accounts of the merchan- 
dising methods used by successful dealers in selling 
to established fields, and outlines of additional 
profit possibilities open to you in various fields of 
business and industry. This issue, we hope, will 
serve as a profit-guide to your sales and merchandis- 
ing efforts in 1950. 

Next month’s issue, featuring profit possibilities 
in restaurants and similar food service establish- 
ments, will give you sales “bullets” to use in knock- 
ing down business in that field. Watch for it! 


T HE use of ordinary lawn sprays 
can offset some of the damaging 
effects of solar heat on buildings and 
on their occupants, air conditioning 
engineers were told at a recent con- 
ference at the University of Florida. 

G. E. Sutton, of the university’s mechanical engineering 
department, told of experiments conducted last summer 
by the Engineering and Industrial Experiment Station 
which would lower the temperature of a roof 2400 sq. ft. 
in size from 150 F to 100 F. 

By using ordinary rotating lawn sprays, five-sixths of 
the normal heat flow was prevented, Sutton said. The 
water used was approximately one-fourth gallon per 
square foot per day. This wetting-down also provides ad- 
ded protection against “thunderstorm shock” to roofs, he 
added. This reduces the danger of a sun-hot roof being 
suddenly cooled by thunderstorms. 


Lawn Sprays 
Help Offset 
Solar Heat 





The recognized need for an adequate 


drinking water supply in both shop and office 


makes industrial plants 


Your Best Bet For 
Water Cooler Sales 


M ODERN industry constitutes one 

of the biggest—and least resis- 
tant—markets for the sale of electric 
coolers that ever has existed. 

And you only have to talk for a few 
minutes with a man like Sam Sipe to 
realize just how fertile a market this 
can prove to be in a heavily industri- 
alized community like Pittsburgh, Pa. 
For Sam is commercial refrigeration 
manager of Danforth Co., Westing- 
house distributor in Pittsburgh, and 
he spends a good deal of his time and 
effort in purveying adequate drinking 
water facilities to that city’s almost 
limitless range of industrial establish- 
ments. 


One thing that makes selling water 
coolers to industrial firms a relatively 
simple proposition is that—especially 
in the case of the larger companies— 
you don’t have to sell the need for an 
adequate supply of cooled drinking 
water. Most of these firms know they 
need these facilities—and if they 
don’t, the unions in most plants will 
quickly remind them of the fact. 

Labor union influence, says Sipe, 
has been a big factor in boosting 
water cooler sales to industrial plants. 
In their continuing struggle for im- 
proved working conditions, ample 
drinking water facilities has been 
among their foremost demands, and 


a 


PRODUCTION EMPLOYEES 
need properly cooled water 
for soaking sweat bands as 
well as for drinking. The 
heavier the work and the 
hotter the plant, the more 
water is required. 


> 


WHITE COLLAR WORKERS 
get thirsty too, and an ade- 
quote supply of palatable 
drinking water is a must 
for the maintenance of em- 
ployee morale and peak pro- 
ductive effort. 


this is a pressure which management 
has found it cannot safely nor long 
ignore. 

Another nice thing about selling 
water coolers to industrial plants, 
Sipe points out, is that your sales 
generally are quantity sales. You 
frequently sell five, or ten, or even 
more units at a crack, with little more 
time or effort than it takes to sell a 
single unit to a retail shop, business 
office, recreation parlor, or any other 
comparatively small establishment. 

Even with smaller industrial plants, 
Sipe has found, it often is a simple 
matter to convince the management 
that it is to their advantage to install 
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two or three small coolers instead of 
a single large one. The story here, he 
explains, is that the time wasted by 
employees in walking to and from a 
single cooler, and queuing up to wait 
for a drink, could shortly pay for the 
cost of the additional coolers. And 
when you start talking dollars-and- 
cents labor costs to the average em- 
ployer, you have a most receptive 
audience. 

Replacement business also is an im- 
portant factor in the industrial field, 
according to Sipe. The average re- 
placement period on self-contained 
water coolers is every 10 years, and 
many firms amortize their equipment 
on that basis. Consequently, there is 
an almost automatically recurring 
sales potential on which the industrial 
water cooler salesman can cash in, if 
only he is alert and enterprising 
enough to maintain his contacts with 
present customers and time his fol- 
low-ups strategically. 


Here Are the Hurdles 


What are the obstacles you face 
when you set out to sell water coolers 
to an industrial plant? And how can 
you overcome them? 

If the plant is a new one, or an old 
one without any water cooling facili- 
ties (which is highly unlikely), the 
problem of selling them some water 
coolers should not be too difficult. 
The chief selling job in such a case 
would be to insure the purchase of an 
adequate number of coolers to most 
efficiently, fill the plant’s needs. 

The table reproduced with this 
article will help the salesman to deter- 
mine the amount of water per hour 
required for different classes of serv- 
ice. Then, by consulting the capacity 
tables made available by most manu- 
facturers of this type of equipment, it 
is a simple matter to ascertain how 
many coolers of what models should 
be installed. 

If the plant already has some sort 
of water cooling facilities, then there 
are certain specific sales arguments 
which you can employ to sell the 
management on changing over to the 
particular water cooler which you 
sell. Here is a list of the principal 
types of cooling systems you will en- 
counter and some of the key argu- 
ments you can use in selling against 
them: 

Well Water—Many plants draw 
drinking water from their own wells, 
relying upon the natural temperature 
of this well water to keep it cool 


Drinking Water Requirements 


The following table is taken from the U. S. Department of Commerce, 
Commercial Standard CS-127-45*, and is recommended for determining 
the amount of water per hour required for different classes of service: 


Delivered 
Water 
Temperature 
F 


TYPE OF SERVICE 


Office (Cup) 
Office (Bubbler) 
Light Mfg. 
Heavy Mfg. 

Hot Heavy Mfg. 


Restaurant 

Cafeteria 

Theatre (Movie) 
Theatre (Legitimate) 


Schools 
Hospitals—A. Per Bed 

B. Per Attendant 
Hotels 


Public Fountains (Amusement 
Parks, Fairs, etc.) 


Department Stores, Hotel and 
Office Building Lobbies 


enough to be palatable. In such cases 
your principal rebuttal can center 
around the fact that the temperature 
of well water frequently fluctuates 
with changing weather conditions, 
that there always is the potential 
danger of a water shortage and a dry 
well, and that there is usually a main- 
enance problem in connection with 
the pumps used to circulate the well 
water. 

Installation of self-contained, re- 
frigerated water coolers would obvi- 
ate all of these problems. In the case 
of a new plant, it can be readily 
shown that it would be more economi- 
cal to buy the necessary number of 
water coolers than to dig a well. 

Iced City Water—Some plants 
use regular city water for their drink- 
ing supply, but cool it by means of 
ice which is brought in daily for this 
purpose. Here again you have the 
problem of widely fluctuating tem- 
peratures in the drinking water. 
Another major disadvantage of such 
systems is the cost of the ice and the 
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Gallons 
Cooled 
Water 
Required 
Per Person 
Per Hour 


Waste and 
Consumption 
Per Person 
Per Hour 
Ounces 


Consumption 
Only Per People 
Person Served 
Per Hour Per 
Ounces Gallon 


-033 4.2 
-083 10.5 
143 


1 gal. per hour per person 

083 gal. per hour per person 

0 gal. per hour per 100 seats 

0 gal. per hour per 100 seats continuous 
capacity. : 

Each fountain shall have storage capacity to 

provide 5 gallons in ten minutes. 


Same as office 

.083 gal. per hour per bed 

083 gal. per hour per attendant 
-083 gal. per hour per room 


20 to 35 gal. per hour per fountain. 


4 to 5 gal. per hour per fountain 


labor involved in handling it. Water 
coolers, of course, would solve these 
problems. 

Rental Units—Other plants 
make a practice of renting or leasing 
packaged water coolers, and here you 
have a tailor-made story to tell. You 
can just sharpen up your pencil and 
prove to this prospect in black and 
white that for what he is paying to 
rent each water cooler he could buy 
that same cooler in approximately 
three years. 

If the prospect comes back with the 
argument that by renting coolers he 
gets out from under all ‘service 
charges, you can retaliate by point- 
ing out that virtually all water coolers 
carry a 5-year service warranty, 
which still would be in effect for at 
least two years after the equipment 
was completely paid for. 

Competitive Water Coolers— 
And then, of course, there’s always 
the plant that already is equipped 
with some competitive make of water 

Continued on page 76 
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By Leonard F. Auerbach 


O YOU know who are the most 

frightened people in the whole 
world? Air Conditioning Prospects! 
They are scared to death, and don’t 
you forget it. 

It doesn’t matter how successful 
they are, how much money they have, 
or how big their business is—99 out 
of 100 are afraid of making a big, 
costly mistake. 

This feeling is partly due to the fact 
that they all have two or three friends 
who didn’t fare too well in their air 
conditioning purchases, but for the 
most part it is due to the size of the 
expenditure. Air conditioning is 
usually the largest purchase they have 


These articles have been written on the 
basis of the author's own experience, 
which included positions as sales 
engineer in air conditioning for Spohn 
Heating & Ventilating Co.; sales man- 
ager of air conditioning for Allied Re- 
frigeration Sales Corp.; director of sales, 
air conditioning division, Temperature 
Equipment Corp. He is currently en- 
gaged in air conditioning sales work 
with Refrigeration Sales Corp. 


ever made for something with which 
they are completely unfamiliar. 

You might only be talking about a 
$2000 installation, and know that the 
prospect drives a $3000 car. BUT— 
when he bought the car he had an 
idea from previous cars of what he 
wanted in comfort, style, economy, 
size, prestige and many other things. 
He had driven a car and knew what to 
expect and what risks he was taking 
in making the purchase. 

Let’s take a big manufacturing 
company talking about a $10,000 job 
in thier offices. Either the business 
grew with the present management, 
or the present management grew with 
the business—but in any event they 
have learned their business gradually 
and know what they’re doing when 
they commit themselves to $10,000 
worth of steel, three months in ad- 
vance, or to $50,000 in machinery. 
They’ve used the stuff, and know what 
to expect. But that $10,000 for a 
permanent investment is frightening. 

Or take the merchant with $30,000 
in inventory and $6,000 in fixtures. 
All you’re talking to him about is 
$3,300 for Air Conditioning. He 
probably started in business with only 
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$1,000 in merchandise and some used 
fixtures, plus the knowledge of how to 
use those fixtures and how to buy and 
sell the merchandise. The rest grew 
with him— inventory, knowledge and 
money. But your $3,300 is brand new. 

Yes, even $5,000 worth of Air 
Conditioning in a new $60,000 build- 
ing assumes tremendous proportions 
to the prospect, when you consider 
that the basic structure and functions 
of a building are not new to him, but 
that Air Conditioning probably is. 
After all, of the so-called “mechanical 
trades” in the construction field, ours 
is the only one which is really 
mechanical. 

NOW —what can we do about this 
frightened prospect? We can do two 
important things. The first is to give 
him confidence in us (here is where 
that “Professional Attitude” comes 
in). The second thing we can do is to 
briefly, clearly and honestly tell him 
what Air Conditioning is, what it 
does, and how it does it. 

It might be better to determine 
first, in our own minds, just what 
we are selling. Is it nuts and bolts? 
Rows of coil? Type of filter? Style 
of compressor? Or RESULTS? If it’s 
results—and it should be—then let’s 
tell the old boy what results to expect 
and how he'll get them. 

You might get the feeling of it a 
little better after you hear one sales- 
man’s answer to a difficult customer. 

Continued on page 55 
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SUNISO ENDS STUCK VALVES 


Trouble of Long Duration Quickly Ends When 
Compressor Is Charged with Suniso 


For years a dairy had been handi- 
capped by poor refrigeration. Com- 
pressor valves clogged, and required 
frequent cleaning—even replace- 
ments. One time, due to neglect 
of this condition, the compressor 
stuck, burning out the motor. 

On another occasion the tubing 
completely stopped up, threatening 
the loss of the day’s production. 
This meant another emergency call 
for the serviceman. But it proved 
to be the last one. He managed to 


SUNISO REFRIGERATION OILS 


"JOB PROVED” THROUGHOUT THE INDUSTRY 


get the tubing cleaned by means of 
heat and carbon tetrachloride. Then 
he charged the compressor with 
Suniso Oil of the grade recom- 
mended for that kind of unit. 
There has not been the least 
valve trouble since. In addition to 
solving a problem for the dairy, 
Suniso saved money for the service 
organization, for the account was 
on a contract basis. 
Experiences like this explain 
why Suniso Oils are the predomi- 


nant choice of original equipment 
manufacturers and servicemen 
throughout the refrigeration and 
air-conditioning field. Suniso Oils, 
available in six grades, have ex- 
tremely low pour points, low wax 
separation points, and high dielec- 
tric strength. They offer unusual 
resistance to chemical change when 
mixed with Freon or other modern 
refrigerants. For a handy tool-kit 
card, showing Suniso recommen- 
dations for all types of compres- 
sors, write Department RI-5. 


SUN OIL COMPANY - Philadelphia 3, Pa. 
In Canada: Sun Oil Company, Ltd. 
Toronto and Montreal 
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WANTED: 
SALESMEN — NOT ENGINEERS 


Here’s one dealer who has proved that you don’t have to be an 
expert juggler of Btu’s in order to successfully sell packaged 


air conditioning equipment. 


His specialty salesmen carry as 


their “Bible” a carefully compiled record of application data 
on all types of jobs that the company has previously installed 


yo don’t have to be an experi- 
enced air conditioning engineer 
to successfully sell packaged cooling 
equipment to commercial accounts. 

Proof of this statement is the fact 
that William Bornstein & Son, Inc., 
Chrysler Airtemp dealer in Washing- 
ton, D.C. has rung up one of the 
country’s largest volumes of packaged 
air conditioning sales by using a crew 
of 12 to 15 “doorbell pushing” sales- 
men, only one or two of whom are 
experienced air conditioning  esti- 
mators. 

Paving the way for these salesmen 
is a concentrated direct mail program 
which is set up in such a way that 
product folders, blotters, personalized 
letters, and similar promotion pieces 
can be sent out to a particular class of 
prospects week after week until a 
satisfactory number of these prospects 
have invited a Bornstein salesman to 
call. 

Real secret of this intensive special- 
ty selling program, according to Al 
Bornstein, secretary of the firm, is 
wrapped up in the comprehensive 
“sales book” which he has developed 
over a period of three years of aggres- 
sive packaged air conditioning mer- 
chandising. 

Armed with this sales book, which 
actually is a compilation of detailed 
case histories covering almost every 
conceivable type of air conditioning 
installation, it is possible for a sales- 
man with little more than a funda- 
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mental knowledge of air conditioning 
equipment and its installation to sell 
even large-scale jobs successfully— 
with the complete assurance that they 
will provide the desired results. 
“When we started out in this busi- 
ness about four years ago,”’ Bornstein 
explains, “we realized that getting 
enough trained and experienced air 
conditioning engineers on our pay- 
roll to do the kind of a job we wanted 
to do would be quite impractical, if 
not impossible. We knew, therefore, 
that it was going to be necessary to 
develop some sort of standard operat- 
ing procedure which would guide our 
non-technical specialty salesmen in 


Bornstein instructs a new salesman, chosen 
for his selling ability rather than for his 
technical knowledge of air conditioning, on 
how to use the company’s “sales book’. This 
book will provide him with all the “facts and 
figures” he needs in order to intelligently 
calculate almost any type of installation. 


handling installations so expertly that 
our customers would be completely 
satisfied. 

“Our sales book, containing about 
150 mimeographed sheets all worked 
out by the heads of the company on 
the basis of practical experience, is 
our answer to this problem. Scores 
of jobs have been installed on this 
basis without a hitch, and a long list 
of testimonial letters from satisfied 
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users attests to the effectiveness with 
which this simple system works out.” 

Ever since its entry into the busi- 
ness, the Bornstein company has kept 
microscopically exact records upon 
every air conditioning installation, 
with later addendums on operating 
cost, any advantageous or disadvan- 
tageous factors which developed after 
installation, etc. Through making 
hundreds of installations, the firm 
developed a working knowledge of 
what its package air conditioning 
units will do under any given cir- 
cumstance. 

Armed with this tremendous mass 
of figures, Bornstein patiently worked 
out a sales sheet to cover almost every 
situation, recommending the specific 
size and type of air conditioning unit, 
the venting and ductwork required, 
and all other details of the instal- 
lation. 


Here’s How It’s Done 


Now, when a Bornstein air con- 
ditioning salesman contacts a pros- 
pect who is interested in comfort 
cooling, his first step is to figure out 
the exact cubic footage contained in 
the building. This is then compared 
with a table on the sales sheet, which 
specifies a code number, which in 
turn indicates a particular air con- 
ditioning unit recommended for the 
job. Ample leeway is provided, on 
the theory that by slightly oversizing 
the job it is certain that the prospect’s 
place of business will be comfortably 
air conditioned under all circum- 
stances. 


Simple mathematical tables make it 
easy for the salesman to find the 
price, the total connected horsepower, 
tonnage of refrigeration applied, and 
the other necessary factors for any 
job, and to recommend equipment so 
confidently that the prospect can de- 
pend upon the efficiency of the instal- 
lation. Only in rare instances has it 
been necessary to call upon the com- 
pany’s licensed air conditioning en- 
gineers to make changes or adapta- 
tions in any job. 

During his first six weeks with the 
firm, each of Bornstein’s salesmen 


ALESMEN who are fortunate 
enough to have at their disposal 
the background of “experience” 
data outlined in this article have 
much of their estimating work al- 
ready done for them. The rest of us 
have to work each job out for our- 
selves. 

For a sample form, showing how 
the calculations for a typical instal- 
lation of air conditioning equipment 
are made, see Pages 38 and 39 of 
this issue. 


spends some time in every depart- 
ment, learning the fundamentals of 
plumbing, heating, air conditioning 
and appliance sales. Each is thor- 
oughly familiar with the equipment 
by the time he goes out on the street. 
Then—armed with the sales book— 
he is prepared to do the kind of in- 
telligent selling job which will add 
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another satisfied customer to the 
growing Bornstein list. 

Prospective air conditioning cus- 
tomers are uncovered by means of the 
company’s unusually comprehensive 
direct mail program. This program is 
organized by prospect classification 
rather than geographically, which 
means that frequently spaced promo- 
tions are sent out to doctors, lawyers, 
insurance companies, clothing retail- 
ers, and members of other particular 
fields or professions. 

The company’s completely equip- 
ped mailing office incorporates an ad- 
dressing machine, automatic electrical 
filing equipment, and a postage meter. 
Two girls are kept busy with this pro- 
gram, making specially slanted mail- 
ing to each group in turn on a regular- 


ly scheduled basis. 
Persistence Pays Off 


These promotions all carry the 
theme that comfort cooling is a 
“must” in Washington’s high-humidi- 
ty summer weather. The program is 
carried out the year around, simply 
hitting each class of prospects so 
often that sooner or later they are 
bound to become “air conditioning 
conscious.” 

Many installations are photo- 
graphed for use in selling other busi- 
nessmen in the same fields. Case 
histories are kept on all installations 
to show in black and white all sales 
increases, operating costs, and other 
pertinent factors for use in con- 
vincing dubious prospects. 

Thus, with the “one-two punch” re- 
presented by the direct mail cam- 
paign and the sales book, the Born- 
stein organization makes the mer- 
chandising of packaged air condition- 
ing units as simple as the sale of 
washing machines, vacuum cleaners, 
or any other less-technical appliance. 


The two girls who operate Bornstein’s direct 
mail promotion department are kept busy 
making address plates covering classified lists 


_of air conditioning prospects. These plates ore 


used in sending a continuing flood of direct 
mail pieces to each group in turn, thus lining 
up prospects for the salesmen to contact. 
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demand 


IDETROIT CERTIFIED 


SERVICE 


Large strainer easily accessible for cleaning 
or servicing—fewer parts to remove, less 
chance for mechanical breakdown. 


FLEXIBILITY 


Easily removable cartridge type needle and 
seat assembly gives great flexibility and 
can be interchanged on the job for either se to 
Y% or 1 ton Freon-12. 


ECONOMY 


Interchangeable inlet connections, 44” and %” S.A.E., 
mean greater flexibility in application. Economical be- 
cause you stock parts rather than a variety of valves. 
Large wrench flats and compact overall construction 
assure ease of installation in the smallest of spaces! 


3 BIG REASONS WHY SERVICEMEN AGREE-— 
DETROIT 777 EXPANSION VALVES LEAD THE FIELD! 


You'll agree too, once you’ve checked the outstand- 
ing features of Detrot 777 expansion valves! Service- 
men are sold on them because in every way they 
are easier and more economical to handle. Their 
compact construction and simple design make 
them easy to install and service, while their inter- 


EETROIT 


LUBRICATOR COMPANY 


5900 TRUMBULL AVE., DETROIT 8. MICHIGAN 
Division of Amrmcay Raptor & Standard Sanitary conronarion 


Canadian Representatives: RAILWAY & ENGINEERING ‘DE 
SPECIALTIES, LTD.—Montreal, Toronto, Winnipeg 


Cnn aes home amd ernest ee ee en i) AMERICAN BLOWER 


changeable parts mean greater flexibility in valve 
stocks, One valve with extra interchangeable parts 
can be adapted to a wide range of applications! 
Detroit 777 expansion valves are available in pres- 
sure limit and external equalizer models, and all 
models have the same wide flexibility of applica- 
tion. So contact your nearest Detrot wholesaler and 
ask for Detroit 777, the expansion valve engineered 
for economy, flexibility and service! 


DETROIT HEATING AND REFRIGERATION CONTROLS ¢ ENGINE 
SAFETY CONTROLS ¢ FLOAT VALVES AND OIL BURNER EQUIP- 
MENT ¢ DETROIT EXPANSION VALVES AND REFRIGERATION 
ACCESSORIES @ STATIONARY AND LOCOMOTIVE LUBRICATORS 


DETROIT LUBRICATOR © KEWANEE BOMERS © ROSS HEATER © TONAWANDA IRON 
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HOW TO ESTIMATE A 
PACKAGE COOLING JOB 


ERHAPS, as far as the customer is concerned, there’s an element of “magic” 

in the methods by which the salesman or engineer arrives at his air condi- 
tioning requirements—but both salesmen and engineers know this isn’t the 
case. 


To them, it’s a matter of careful inspection and analysis—and of accurate 
arithmetic. 


On the two pages that follow, we’ve set up a “sample” survey for a typical 
restaurant installation of package air conditioning equipment, to give those of 
our readers who may not be too familiar with it an idea of how estimating for 
a comfort cooling installation is done. The job we've set up isn’t too elaborate, 
or too complicated—but it does serve to iliustrate how one of the more com- 
mon types of applications is handled. 


This “sample” survey relates to no particular job. Our main purpose in 
presenting it is to show the various points that need to be covered so that an 
accurate estimate of the cooling requirements can be made. 

Cooling load conditions on almost any sort of installation will vary according 
to such factors as the number of people who will be in the conditioned space 
at any given time; the number (and wattage) of heat-emitting appliances 
inside the conditioned space; the window area exposed to the sun’s rays; the 
location of the space as to roof, basement, and adjoining buildings; the hour 
(or hours) of the day when peak occupancy and other heat factors can be 
expected to occur, and the like. 


For example, take the restaurant covered on our “sample” survey. The peak 
load, we’ve estimated, will occur between 11 a.m. and 2 p.m., indicating that 
the place does its biggest business in daytime hours. This happens to be the 
time when the sun load, also, is heavy. However, if the restaurant were one 
that did its biggest business at night, it would be necessary to make a separate 
calculation of the load that would be created in this event, and to select 
equipment to meet the needs of whichever period was the highest. In other 
words, the peak heat load would be the governing factor. 

All manufacturers of air conditioning equipment provide survey forms for 
use in making estimates such as the one shown here—and all of them 
include all of the essential factors necessary in arriving at an accurate de- 
termination of the size of equipment that is required for satisfactory cooling. 


The survey we’ve used is copyright by Carrier Corp., and is reproduced by 
permission of that company. 
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DETAILS OF CONSTRUCTION <n, HEAT SOURCES AT meg or PEAK LOAD 


SURVEY INFORMATION 


Sketch plan and elevation views of @ to be con- 
ditioned. Let each '/” block (heavy lined) 
either 5 ft. or, if ice is more than 50 ft. wide or 90 
ft. long, 10 ft. | meets o0 Ole, @ betew Ba tee 
tien, re, kind, etc., of all important items including 
those listed. 


1. DIMENSIONS OF SPACE. 

2. COMPASS DIRECTIONS—Draw arrow to north. 

3. WINDOWS AND DOORS—Are wind 
single &~ double unshaded shades 
awnings .. shaded by adjoining buildings 
time of day 

. BEAMS AND COLUMNS. A“OA/ & 
. SHOW CASES—FIXTURES—CURTAIN WALLS. 

6. SURROUNDING ROOMS—Are they cooled, nor- 
mal temperature or hot, i.¢., kitchen, bakery, fur- 
nace room, ec. 

+ PROPOSED UNIT LOCATION—Has customer 

agreed to location @. floor area and space 
required 

. DELIVERY OF UNIT—Where, How and When is 

unit to enter building A“ 7CAEM.. COOL 


. SUPPLY AIR DUCT—With line drawing, show pro- 
posed location. 
. OUTSIDE AIR DUCT—Locate opening to outside. 


Through wre 
Cut Wall 2 ee _ 


Cut Roof Type Thickness 
- RETURN AIR DUCT—Locate grille and duct. 
. ELECTRIC SERVICE 
Electric panel location 4/2 Pe unit 
Current characteristics AC 
Volts ZZo2 Phase as Cycle “Zo 
Is voltage at normal, or below normal rating 
Is any of the following electric equipment re- 


quired: 
New service VO tes aye Wo 
Fused Disconnect Switch 
Fan Motor Transformer 
COLD WATER SERVICE 

oon nearest cold waty supply line to unit 


So oy line size / ‘< Water pressure at 


Is any of the following water service 


anes oe 
New service g New meter Ke 


Water Pressure Reducing Valve 

. DRAIN FOR CONDENSER WATER _ a. PAN 
Feet from unit... Type AOELYY 
Low enough for gravity flow from Drip Pan YES 
Is new drain required 2... Pump. VO 

. HEATING (TEMPERING)—Hot Water MOVES 
Steam Steam pressure at coil 
Type of condensate return 

| COOLING TOWER—Is one required AZ 

. SHADES, VENETIAN BLINDS, AWNINGS: Has 
py provided, or will he, for sun exposed 

BIN LA OS 

aa OR SUPPLY AIR FANS 
Now... Sie Z Location MAID 
SPECIAL INSTALLATION WORK: Building or fix- 
ture modification, cutting, patching, redecorating, 


a WOWE 


. CUSTOMER ADVANTAGE—Is it to the customer's 
advantage to do any of the installati ork, 
including matesials, such as Electric Wi ; 
Plumbing “VC , Steam fitting (including steam 
pipe insulation) .———.., Special Work. 
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1. WINDOWS 
a. Sunlitt, 


Show Window Partition 


Frame 
. a. Sunlit Light} Masonry (8” or less) 
Heavy Masonry (over 8” or Frame Insulated 
. Shaded or Partition 


. Roof — Uninsulated 
— Insulated 


CEILING b. Ceiling — with Occupied Floor Above 
— with Attic Space Above 


4. FLOOR (See Instructions, Item 4) 


5. PEOPLE (See Instructions, Item 5) 
a. Whew ceeitive @ Outside WB 
QRCEST OF JZHES F | 
ee, 
b. With Outside Air 


Through Unit * @ Outside WB 
c. With Exhaust Fan 
Use “c" only when using Item 6 


6. EXHAUST FAN(S) (Enter total Btu/Hr as obtained from] 
Propellor Fan Table Below) 


7. LIGHTS IN USE DURING PEAK — Incandescent 


ane kt 
— Fluorescent Z250.—m[ | as | 


8. HEAT FROM APPLIANCES (Insert Total Btu/Hr a 
sane ton Tob en) nT NOSSO ee |) 


totat toad... LAESIG. divided by 12,000 =... F-D... 


TYPE, SIZE, AND NUMBER OF UNIT(S) SELECTED 


*NOTE: Based on 14 cfm/person. For 20 cfm outside air per person, multiply factors opposite Item 5-b by 1.2; for 30 cfm, multiply by 1.5. 
HEAT FROM APPLIANCES* PROPELLER FAN DATA 


Coffeemaker (Glass), '/2 Gallon Each 
Coffee Urn — 12” Diameter 
— 18” Diameter 


Electric Motors 


Food Warmer (Per aan Ft Top Surface) 
Fry Kettle — 3000 W 


Griddle (Per Sq Ft Top ! Surface) om ~ tUse window facing as indicated below de- 
Hair Dryer — Blower Type (1500 Watts 4 2 pending on time of peak load. 
— Helmet "ie (700 Watts 
— Five Helmets 
Permanent Wave Machine (1500 Watts) ee < ae 
Toaster, Savory (Automatic 2 Slices Wide) a a 9to 11 AM E or SE 
Teetnedien ¥' 2 Slices (1225 Watts) Noon S, SW, or SE 


MOQODQED) TOTAL (To be Inserted Under item 8) ...2.s2..-2.. 2406 PM W, SW, or NW 
*NOTE: (1) These are not maximum ratings, but are recommended for average usage. Factors 


given are for unhooded equipment; where properly designed hoods with exhaust fens are in 
use, reduce factors 50%. 
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A FORM FOR GUESS-A-MATING 


a “quickie” estimates of the probable tonnage re- 
quirements of many of the most common types of air 
conditioning applications, some air conditioning dealers 
and contractors have devised tabulations similar to the 
one shown below. 

This form is, as its name implies, strictly for “guessa- 
mating” purposes, and in no case can it be considered as 
a substitute for a careful analysis of actual load condi- 
tions, as is the form shown on the preceding two pages. 
It does, however, make possible a flash-estimate of the 
approximate tonnage involved in some of the more com- 
mon applications. 

The principal value of a table of this sort is that it 
makes possible a quick answer to inquiries from potential 


users who are in the pre-prospect stage. If the individual 
is still interested after getting the “guessamate”, a more 
detailed analysis of his requirements can be made. 
Figures shown in this table indicate the approximate 
square footage per ton of refrigeration required. It 
should be noted that they are based on design conditions 
of 95 F dry bulb and 75 F wet bulb outside, and 80 F 
DB—67 F WB inside. Also, they assume a 10-foot ceil- 
ing, the height most commonly encountered in commercial 
structures. Notations at the bottom of the chart indicate 
deductions that should be made under different ceiling 
heights. The “seats per ton” figures shown in the column 
at extreme right may be used instead of square footage 
computations in these particular instances, if preferred. 


GUESS-A-MATES 


PLACES Basements - , 


No Roof 


95°F DB - 75°F WB (Outside) Exposure 


80°F DB - 67°F WB (Inside) 
10’0 Ceiling 


Below 
| Sidewalk 


Level No Glass 
Exposure 


Neighborhood Theater 
Downtown Theater 


Restaurant: Cooking 

in Conditioned Space 
Cafeteria 

Restaurant: No Cooking 
in Conditioned Space 


. Drug Store with 
Lunch Counter 


Drug Store: No 
Lunch Counter 
~ Office: Single 
Top Floor 
Other than Top Floor 


Office Building: 2 Stories 
3 Stories 
4 Stories 








; General Wea ring 
Apparel Store 


First Floors and Above a. 


—— 
xposed on 
Root | Nerth Side 
Exposed oenthe- 
---- | No Roof 
No Glass Exposed 
Exposed No Sun 
on Walis 


Venetian 
Blinds 


Glass - SE 
W 


Glass - SE | 


Roof sees 
Exposed Re Roof 


Exposed 
xposed 


260 | 215 | 230 | 200 


el | lattinalinaidn 
215 | 185 | 190 | 170 | 


| 270 240 


| 


300 255 


210 | 180 | 150 


300 | 
| 380 | 


165 


255 


300 
310 
350 
450 
500 








Barber Shop 





1% chairs 





Beauty Shop 


per ton 





Bank 
Small Dept. Store 





12’ ceiling deduct 10% 
14 ceiling deduct 15% 
16’ ceiling deduct 20% 








18’ ceiling deduct 26% 
20’ ceiling deduct 30% 
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CONTRACTORS 
Hews ° Abetivitios 


© Plans 


Bill to License Contractors 


Introduced in New Jersey 


A BILL to provide for the licensing 
of refrigeration and air condi- 
tioning contractors in New Jersey has 
been introduced in the State As- 
sembly. Under the bill, only licensed 
persons, firms or corporations could 
install or repair or alter any part of a 
refrigerating system. Any workmen 
on installations would have to be 
under the direct supervision of the 
licensee. 

For a person, partnership, or cor- 
poration to engage in the business, 
such person, or one of the partners, 
or, in the case of a corporation, one 
of its officers, or a duly authorized 
representative would have to be li- 
censed under the provisions of the 
act. The measure provides for a fine 


of $200. 


Purpose of the Bill 


A permit would have to be ob- 
tained for all installations except 
those in single and two-family houses, 
new unit systems containing not more 
than five pounds of refrigerant in 
residential occupancies, or new self- 
contained unit systems containing not 
more than 6 lbs. of Group I refrig- 
erant in commercial occupancies. 

Purpose of the bill, according to a 
statement accompanying it, is to “pro- 
tect the health, property, and safety 
of the general public, and to protect 
the public from the improper busi- 
ness practices employed by unscrupu- 
lous persons who are engaged in the 
refrigeration contracting industry.” 

The statement concludes: “It is the 
desire of the industry at large to cor- 
rect all of the evils which flow from 
the improper designing and installa- 
tion of refrigeration and air condi- 
tioning equipment by the establish- 
ment of a licensing board with the 
necessary powers of supervision over 
the persons engaged in this industry.” 

The measure would set up a Re- 
frigeration Contractors’ Examining 


Board consisting of five members ap- 
pointed by the Governor. Three of 
the members would be chosen from 
a list of contractor associations of 
New Jersey who have at least 200 
members, and two from the public-at- 
large. Members would serve for three 
years. 

The first members of the board 
would not have to be licensed under 
the act, but their successors would. 
Three members would constitute a 
quorum. 

The board would have the power to 
adopt by-laws and regulations, sue 
in its own name, adopt rules for the 
issuance of licenses, etc. It. would 
have a secretary appointed by the 
Governor and serving for three years 
at a salary of $7,500 a year. The 
secretary would furnish a $25,000 
bond. 


Licensing Requirements 


To obtain a license, the applicant 
would have to be 21 years old, a 
U. S. citizen, of good moral character, 
and experienced in the installation, 
alteration, and repair of refrigerating 
systems, with at least five years of 
practical work in that field. 

All persons who have been engaged 
in the refrigeration contracting busi- 
ness for three years on the effective 
date of the measure would automati- 
cally become licensed if application 
were made within six months. 

The bill divides licenses into four 
grades: Group I, II, III, and un- 
limited. It calls for a $10 fee with 
the application, a licensing fee of not 
more than $200 when the license is 
granted, and a renewal fee not in ex- 
cess of $75. 

Installation permits would vary 
from $1.50 to $20; the inspection per- 
mit from $1 to $25, based on horse- 
power. Permits would be divided as 
follows: 

Class A—1, to 5-hp., inclusive; 
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Class B—6 to 50-hp.; Class C—over 
50-hp.; Class D—building not to 
exceed 10 apartments; Class E— 
building of 11 to 20 apartments; 
Class F—building of 21 to 30 apart- 
ments; Class G—building of more 
than 30 apartments. 

The board could revoke licenses for 
wilful fraud or misrepresentation 
practiced in procuring a license, dis- 
honesty, gross incompetency, conduct 
of character likely to deceive or de- 
fraud the public, loaning of a license, 
obtaining the fee by misrepresenta- 
tion or fraud, false misrepresenta- 
tion in advertising, and misconduct 
in the use of a license or transaction 
thereunder. 

It is provided that the licensee be 
given a hearing before such revoca- 
tion. 


L. A. RULING ON FLOORS 
OK’S BARE COPPER TUBING 

The Refrigeration & Air Condi- 
tioning Contractors Association of 
Southern California, Inc. requested 
and has received from the Los 
Angeles Department of Building & 
Safety, a ruling regarding the installa- 
tion of hard drawn tubing laid below 
a concrete floor slab which is to be 
poured after such installation. 

Section 95.4801 of the Los Angeles 
City Refrigeration Code provides that 
copper tubing conveying any refrig- 
erant shall be enclosed in approved 
conduit, etc., except that hard drawn 
copper tubing installed in locations 
not subject to external injury need 
not be so enclosed. 

The ruling regarding installation of 
hard drawn tubing laid below a con- 
crete floor slab which is to be poured 
after installation is as follows: “Such 
bare tubing laid entirely in the 
ground underneath a concrete floor 
slab may be considered protected 
against injury from an_ external 
source provided a suitable sleeve or 
grommet is placed around the tubing 
where it passes through the floor 
slab, to provide for expansion and 
contraction. Our inspectors have 
been instructed to accept bare hard 
drawn copper refrigerant tubing in- 
stalled in this manner.” 


LOGAN WITH DEAN FIRM 
Dean Products, Inc., Brooklyn, has 
announced that Charles R. Logan is 
now representing the company in the 
eastern Pennsylvania district. The 
company manufactures cold plates. 
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PROFIT-BUILDERS 
FOR YOUR BUSINESS 


EVERYBODY ‘GET 


HEREVER there are five or more people gathered to- 

gether under one roof, a water cooler can be a worth- 
while investment. That is the basic premise upon which the 
water cooler industry is promoting the sale of its product 
for use in an ever widening circle of applications. Pictured 
on these pages are just a few typical installations which offer 
an insight into the constantly expanding scope of the water 


cooler market. 


Recreation Centers 


Factory Cafeterias Gas Stations Food Markets 


= 
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HIRSTY! 


Theaters 


Pian 
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iness Offices Hospitals Schools 
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ufacluring Plants Boats and Barges 
ee | SSS 


and AIR CONDITIONING e MAY, 1950 





YOU CAN SELL 
WINDOW COOLERS 


PROFIT-BUILDERS 
THERE’S NO BETTER TIME than o hot, sticky FOR YOUR BUSINESS 


day to have the prospect visit your cir condi- 
tioned showroom and see the unit in operation. 


A RE you getting your share of the 
business that’s to be had—by 
aggresive selling methods—in the 
window-type room air conditioner 
market ? 

It’s a wide-open market. Enter- 
prising dealers will find almost un- 
limited sales possibilities for window 
air conditioners if they well seek them 
out. 

Here is a six-point merchandising 
and sales program that you, Mr. 
Dealer, can put to work to promote 
your profits in this field: 

1. Organize your prospect lists. 

2. Mix up your prospect-getting 
methods. Use direct mail and tele- 
phone follows in addition to personal 
contacts. 

3. Make sure your sales force has 
lists of follow-up calls, and the order 
in which they are to be made. 

4. See that your salesmen know 
their products inside and out, and 
their sales story from start to finish. 

5. Make certain that salesmen 
know all the answers to the pros- 


pective buyer’s questions, from tech- 
6 Ways to Sell Them nical queries right on down to fin- 
ancing. 

6. After the sale is closed, call back 
on the user to check on the instal- 
lation and make sure he understands 

. Organize your prospect lists “oa to operate the equipment proper- 
y- 
Who Are Your Prospects?— 
. Vary your approach An important market is in the home 
and apartment. Window conditioners 
are well suited for bedrooms, living 
. Check up on follow-ups rooms, nurseries, dens, invalid’s 
rooms, deluxe tourist homes. Another 
important market is the professional 
. Know your product—and your sales story offices of physicians, dentists, lawyers, 
optometrists, architects, brokers. 

Music listening rooms where cus- 

. Answer all your prospect’s questions tomers play recordings, fitting rooms 
_ in dress shops, watch repair shops, 
barber shops, and other small en- 


Call back on the user closed departments can be air con- 
7 ditioned by window-type units. 
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6 Places to Sell Them 


Rooms in hospitals, convalescent eB he 
homes, health clinics, and labora- af : HOSPITAL 
tories are other likely users. Also, m Van sy ROOMS 
window-type air conditioners have , 

another large prospect group among 

those persons who suffer from allergic 

diseases, who need cooled, filtered air 

for relief. 


How Do You Dig Them Out?— 
For “business and professional” type 
prospects, use the classified section of 


your local telephone directory, or HOSPITAL 


your city directory, as a starter. Most 
people in this class can well afford LABORATORIES 
air conditioning; they go without it 
during hot weather principally be- 
cause they think it’s too expensive. 
Many of them don’t realize the com- 
paratively small investment required 
for window-type units. 
To build a prospective “home user” 
list, use house-to-house canvassing. =¢9 4 as 
The home market represents about an BUSINESS 
50% of total sales in most localities. Fe 
House-to-house selling has always ’ OFFICES 
been a mainstay in reaching the home . 
market; it will certainly continue to 
be so in these competitive days. 
And remember—if you sell a win- 
dow conditioner to a business man 
for his office, the selling job is half 
accomplished for a similar instal- 
lation in his home. The same chain- 


sale logic holds true if you sell a unit DOCTORS’ 
for the home first. 

Use Direct Mail Advertising— OFFICES 
Direct mail is a very effective means 
of stimulating interest in window- 
type air conditioners. This advertis- 
ing method is both economical and 
effective in punching out the sales 
message. 

Use of the telephone as a follow-up 
and for arranging a personal call is ; 
also good, sound sales strategy. o DENTISTS 

Watch The Weather— Your . | OFFICES 
sales campaigns on* window units 4 
should be timed with the weather, 
whenever possible. Advance weather 

Continued on page 55 
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COOLING SERVICE CHECK CHART 


Check List of Inspection and Maintenance Services to be 
performed during each periodic contact: 


AIR CONDITIONING UNIT 


Pre-Season and Mid-Season Service 


1. Lubricate blower and motor bearings. 

2. Inspect belt tension and condition. 

3. Check blower wheel clearance of housing. 

4. Clean or renew air filters. 

5. Check operating pressures: Head — Oil — Back. 
6. Take temperature drop reading across cooling coil. 
7. Check water valve operation—clean if necessary. 
8. Check refrigerant charge—if low, leak test unit. 


9. Check operation of controls. Clean contact points. 


PROFIT-BUILDERS 
FOR YOUR BUSINESS 


T HE servicing of air conditioning 
equipment on a contract basis 
can be an important source of profits 
—but it can also be the opposite, if 
you don’t use the right methods in set- 
ting up your contract service system. 
Why? Because different types of 
air conditioning systems need differ- 


10. Check temperatures of air conditioning space. ent types of attention, and if you set 


up your plans on a “one-type” con- 
tract that suits the needs of one par- 
ticular class of job, you’re apt to find 


11. Clean exterior surface of evaporators. 


12. Clean air cooled condensers. 


OoOoOooooogododUaoononong 


13. Clean cabinet and equipment after services are per- 


0 


formed. 


14. (Pre-Season only)—If steam coil used for heating 


season, shut off supply. 


End-of-Season Service 


O 


1. Lubricate blower and motor bearings if operated to 
circulate air during off season. 


2. Block compressor relay with cardboard to prevent 
it being turned on by accident. 


3. Shut off water supply valve. 


4. If unit is exposed to freezing temperatures, dis- 
connect both water hoses to compressor. 


5. Clean or renew air filters. 

6. Clean condensate drain pan and paint. 
7. Touch up cabinet paint where needed. 
8. Check unit for refrigerant leaks. 


9. If steam coil is used for heating, set controls for 
heating operation. 


COOLING TOWER 


Pre-Season and Mid-Season Service 


1. Lubricate pump, motor and blower bearings. 
2. Check blower belt condition and tension. 


3. Clean any clogged spray nozzles. 


4. Inspect water and reservoir—drain and clean if 
necessary. 


5. Check operation of water level float valve. 
6. Check water pump packing. 


End-of-Season Service 


O 


1. Drain, clean and paint reservoir inside. 


that they don’t work so well with the 
others you’re handling. 

Of course, if you’re going to handle 
just one class of system, and no 
others, a single-type arrangement 
might work out nicely. But most 
contract-service setups don’t operate 
that way. They include window and 
room coolers, large package units, 
and central-station type systems, and 
it’s in this variety that the possibility 
of losing money lies. 

This being the case, it would seem 
most satisfactory to establish three 
general types of service contracts: 

1. A contract based on a pay-per- 
service-call arrangement. 

2. A yearly contract calling for 
parts and labor. 

3. A yearly contract covering labor 
only, with the customer supplying, or 
paying for, such parts as are needed. 

The first type of contract, natural- 
ly, is the simplest. The owner of the 
air conditioning unit simply calls the 
company when he needs service, and 
is billed for time and materials. This 
type of contract is used, in most cases, 
for owners of home or office instal- 
lations, where room or window type 
equipment is involved. The great 
majority of these customers prefer 
this method of servicing. 

In connection with the installation 
of a home or office unit, it is im- 
portant to instruct the customer as to 
the type of servicing that the unit 
must be given. At the start of each 
season, it needs to be “started up”, 
and at the end of the season it must 
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Yn 


Your Service Fit Your Customers? 


be “closed down”. Once these two 
operations are impressed in a cus- 
tomer’s mind, he usually calls for 
servicing at these two checking peri- 
ods. 

Customers need to be taught that 
these room conditioners should be 
checked twice a year, and that they 
won't operate properly if they're 
simply turned on and off with the sea- 
sons. A good way to get this idea 
across is to compare their cooling 
equipment with their automobiles 
both need “change-overs” for good 
summer and winter operation. 

Most equipment is sold on a one- 
year guaranty. Near the end of the 
guaranty period, customers should be 
informed of this fact, and their future 
service business should be solicited. 
This won’t be a difficult matter, if the 
service man who makes periodic in- 
spections keeps playing up the im- 
portance of proper service—and if a 
sticker calling attention to the com- 
pany’s name and phone number is 
prominently displayed on or near the 
equipment. 

On the larger sizes of air condition- 
ing equipment, two types of service 
contracts generally are most desirable 
—one covering parts and labor and 
the second labor only, with parts 
extra. 

Before any contract is signed, the 
equipment should be given a thorough 
inspection, after which the type of 
contract to be offered should be de- 
cided upon. 

If the equipment is fairly worn, 
and looks as if it will need parts 
shortly, a contract covering labor 
only should be offered. It’s too much 
of a gamble to offer a contract calling 
for parts-and-labor. However, many 
customers, regardless of the age or 
condition of their equipment, will in- 
sist on the latter type of contract. In 
such cases, the price of the agreement 
should be scaled according to the 
anticipated service that will be re- 
quired. 


You sell different types of air conditioning equip- 
ment—and your service contracts should be different, 
too. Making your contracts fit your customers can 


be the key to whether you make money, or lose it. 


Here’s a profit-building service plan for you 


One thing to remember is that, to 
be really profitable, your servicing 
business should be a volume business. 
Even with volume, however, it can be 
a money-loser if you don’t take pains 
to protect yourself against the costly 
losses that some worn-out equipment 
can cause. That’s where the pre-con- 
tract inspection is particularly im- 
portant. 

Another matter of importance is 
the yearly inspection and review of 
all service contracts, to decide wheth- 
er or not they can profitably be re- 
newed for another year. Your records 
should reveal whether or not you’re 
making money on certain contracts. 
If most of your business is handled 
on the pay-per-service-call plan, usu- 
ally you'll find they’ve been profit- 
able. However, your experiences on 
the other will probably vary—some 
contracts will be unprofitable because 
of the number of service calls neces- 
sary, others because of equipment 
breakdowns that are large enough or 
frequent enough to make parts a cost- 
ly proposition. 

The overall service volume, if large 
enough, will cover such losses as 
these—but if the volume is insuffi- 
cient, a change in the type of contract 
offered may be necessary in order to 
bring the profit-picture back into 
proper focus. 

Of course, service is important 
more than as just a volume-builder in 
its own right; it’s equally important 
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as an aid to new equipment sales. 
With a volume of service business to 
point to in talking to prospects for 
new air conditioning units, the sale it- 
self is much more easy to make. 

Most of any dealer’s servicing and 
maintenance contract business will be 
signed with customers who have pur- 
chased their equipment from him. 
They experience his attention during 
the warranty period, and after it has 
ended they are naturally inclined to 
keep on letting him look after their 
requirements. 

But the wise dealer won’t be con 
tent with sticking to his customer. 
lists only; he’ll do some addition 
service promotion. That’s good busi 
ness; for, besides building up his own 
service volume it will prove worth 
while as an extra source of leads fo 
additional air conditioning sales. 

What kind of promotion is best tq 
use? There are several kinds: direct 
mail to users of air conditioning 
equipment, local newspaper adver 
tising, classified and display; phone 
book advertising, perhaps unde: 
several “user” classifications beside 
that of “air conditioning” alone 
truck signs. 

The nub of any contract servicing 
system, of course, is its pricing 
rangement. In the case of contract 
for parts and labor, the proper pric 
ing scale is a matter of experienc 
figures which each individual deale: 

Continued on page 9. 
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For the special problems of department store cooling 


THE 


Packaged air conditioning, properly applied, can pro- 
vide all the flexibility, ease of installation, and con- 
tinutity of operation that are so important to the 
modern department store. If you need convincing, just 
visit the fifth floor of the Ernst Kern Co. in Detroit. 


BPP ARTMENT STORES pose 
many special problems when it 
comes to air conditioning, but there 
are mighty few of these situations to 
which an installation of packaged 
air conditioning equipment can not 
be successfully adapted. 
That is the deep-rooted conviction 
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of E. A. Cuneo, sales manager of 
Johnston Refrigeration Construction, 
Detroit installation and service con- 
tractor, and it is a belief which is 
unhesitatingly supported by David N. 
Viger, assistant to the president of 
Ernst Kern Co., one of Detroit’s lead- 
ing department stores. 
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ANSWER IS I 


Many of the principal advantages 
which multiple installations of self- 
contained cooling units offer for de- 
partment store applications are evi- 
denced in the installation made by the 
Johnston organization on the fifth 
floor of the Ernst Kern store. 

Cuneo actually was responsible for 
the design and layout of this job, 
and he followed through on it by 
actively supervising the installation at 
all stages. But Viger worked closely 
with him at all times, coordinating 
his merchandising experience and 
his intimate knowledge of the store’s 
requirements with Cuneo’s air condi- 
tioning know-how. 
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Outdoor Temperature: 94F 
5th Floor Temperatures shown below 


LOCATION DEGREES F. 
#1 75. 
#2 75. 
#3 74.5 
#4 74.5 
#5 75. 
#6 75. 
#7 74. 
#8 74. 
#9 74.5 
#10 75. 
#11 74.5 
#12 75. 
#13 75. 
#14 75.5 
#15 74. 


The result was an installation which 
pleasantly surprised both the con- 
tractor and the store management 
by not only meeting but beating all of 
the requirements prescribed for it. 

A total of 17 General Electric 
FD50 5-hp water cooled air condition- 
ing units were used to cool the 28,000- 
sq. ft. area which comprises the 
store’s fifth floor. By strategically 
spotting them throughout the area, 
which is devoted largely to ladies’ 
ready-to-wear apparel, and by effec- 
tively utilizing return air in the cool- 
ing cycle, it became possible to 
achieve a uniform temperature level 
which not only bettered original de- 


#16 
#17 
#18 
#19 
#20 
#21 
#22 
#23 
#24 
#25 
#26 
#27 
#28 
#29 
#30 
#31 


N THE PACKAGE 


sign conditions but also held within a 
tolerance of 114 degrees over the 
entire floor. 

Design conditions for this job pro- 
vided for maintenance of 80 F dry 
bulb and 50% relative humidity in 
the conditioned area, even when out- 
side temperatures hovered around 95 
F dry bulb and 75 F wet bulb. 

Actual performance of the installa- 
tion, checked at 31 selected points 
throughout the floor area at a time 
when the weather bureau’s tempera- 
ture reading stood at 94 F, indicated 
a maximum temperature of 75.5 F 
and a minimum temperature of 74 F. 
These 31 readings were taken by an 
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FLOOR PLAN AND TABLE show the 
location of the 17 5-ton packaged air- 
conditioners, and also the 31 points 
throughout the conditioned area oat 
which temperature readings were taken 
during a performance check. Arrows 
emanating from the units indicate di- 
rection of air throw, either directly or 
through short ducts. Note that there is 
only a 114-degree differential between 
the warmest and coolest spots on the 
floor. 


impartial instrumentation expert and 
were supervised by the chief engineer 
of the department store as well as by 
Cuneo to insure complete accuracy. 

The accompanying plan drawing 
of the store’s fifth floor area clearly 
shows the location of the 17 packaged 
air conditioners which comprise the 
installation, and also indicates the 
points at which the 31 temperature 
readings were made. 

An interesting feature of this in- 
stallation is that not one of the 17 
units is visible from the selling floor. 
All of the units are located in stock 
rooms dressing rooms, work rooms, 


or dead space behind the temporary 
49 





Here's Your Market 


TYPE OF PROSPECT 


APARTMENTS 

BAKERIES 

BANKS 

BARBERSHOPS 

BEAUTY SHOPS 

BILLIARD HALLS 
BOWLING ALLEYS 
ARCHITECTS’ OFFICES 
BROKERS’ OFFICES 

BUS STATIONS 
CAFETERIAS 

CLINICS 

CLOTHING STORES 
CLUBS 

COCKTAIL LOUNGES 
CAFES, BARS 

COFFEE SHOPS 
CONFECTIONERY STORES 
DAIRY PRODUCTS STORES 
DELICATESSENS 

DINING ROOMS 
DENTISTS’ OFFICES 
DOCTORS’ OFFICES 
DRUG STORES 

DRY CLEANING PLANTS 
DRESS SHOPS 

FACTORIES 

FITTING ROOMS 
FLORISTS’ SHOPS 

FOOD MARKETS 

FIVE & TEN CENT STORES 
FUNERAL HOMES 
GARAGES, FILLING STATIONS 
HOSPITALS 

HOTELS 


INDUSTRIAL PLANTS: 
ABRASIVE MANUFACTURERS 
BALL BEARING MFRS. 
CHEMICAL LABORATORIES 
DENTAL LABORATORIES 
DIAL PHONE EXCHANGES 
DRAFTING ROOMS 
FILM MFRS. & PROCESSORS 
GENERAL MACHINE SHOPS 
INSTRUMENT CALIBRATION 
LITHOGRAPHY & PRINTING 
OPTICAL MFRS. & REPAIR 
PHARMACEUTICAL MFG. 
PLANT OFFICES 
POWDERED METAL MFG. 
PRECISION ASSEMBLY AREAS 
PRECISION INSTR. MFG., REPAIR 
PRECISION MACHINING AREAS 
MATERIAL STORAGE AREAS 
TESTING LABORATORIES 
TEXTILE LABORATORIES 
TEXTILE MANUFACTURERS 
TOOL AND GAUGE ROOMS 

LAUNDRIES 

MUSIC LISTENING ROOMS 

OPTOMETRISTS’ OFFICES 

PHOTO STUDIOS 

RESIDENTIAL 

RESEARCH & TESTING LABS 

RESTAURANTS 

RETAIL (INCLUDING DEPT.) STORES 

SCHOOLS 

SUPER MARKETS 

TAVERNS 

THEATERS 

TRANSPORTATION TERMINALS 

WATCH & JEWELRY SHOPS 
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partitions which outline the actual 
sales areas. Each package delivers its 
conditioned air either directly into 
the room which it occupies or, 
through the means of short ducts lead- 
ing to the partitions, into the various 
selling areas. 

This arrangement has a number of 
advantages. It prevents the equip- 
ment from encroaching on any of the 
valuable floor space in the actual 
sales areas. It makes possible a more 
attractive selling area, uncluttered by 
any mechanical apparatus. And it 
makes it possible for maintenance 
men to work on any one of these units 
without disrupting the flow of floor 
traffic or distracting the attention of 
customers. 

The Ernst Kern Co. is no stranger 
to central station air conditioning. 
In fact some areas of the store are 
now, and have been for years, cooled 
by this type of equipment. So it took 
a lot of convincing before the store’s 
management would concede (and even 
then somewhat skeptically) that per- 
haps a multiple system of packaged 
units might provide a more satis- 
factory answer to some of the store’s 
cooling problems. 


Three Major Advantages 


Proof of the pudding, though, is 
in the eating. And proof of an air 
conditioning system is in its perform- 
ance. On this basis the statistics al- 
ready quoted on the store’s fifth floor 
installation need no further support. 
So convincing, in fact, has been this 
demonstration that the store’s man- 
agement has since duplicated the fifth 
floor installation on the fourth floor, 
where comparable results have been 
achieved. 

Chief among the advantages cited 
by Viger for a multiple packaged type 
of installation is the extreme flexi- 
bility which such a system offers. 
This is of the utmost importance in 
a department store where specific 
sales areas frequently are changed 
from one type of merchandising 
operation to another. 

What today is a dress shop, for 
instance, may next season be de- 
voted to toys, and a few months later 
to housewares. Each such change 
customarily involves the complete 
rearranging of sales and stock areas 
and the partitions which separate 
them. 

Packaged units lend themselves 
much more readily to such a fluctuat- 
ing pattern of operations than does a 

Continued on page 82 
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R. H. ISRAEL IS 


NEW REMA HEAD 


R. H. Israel, sales man- 
ager of the Refrigeration 
Department of Virginia 
Smelting Co., was elected 
president of Refrigeration 
Equipment Manufacturers 
Association at its annual 
Board of Directors meeting 
held in Chicago on March 
31. He succeeds K. B. 
Thorndike, vice president 
of Detroit Lubricator Co., 
as head of REMA, the 
largest trade association in 
the mechanical refrigera- 
tion and air conditioning 
industry. 

"W. A. Siegfried, presi- 
dent of Superior Valve & 
Fittings Co., was elected 
vice president; W. J. Stel- 
pflug, vice president, Huss- 
mann Refrigeration, Inc., 
treasurer: and John E. 
Dube, president, Alco Valve 
Co., secretary. 

These new officers, with 
Thorndike, retiring presi- 
dent, become the executive 
committee of REMA for 
the fiscal year beginning 
May 1. 

Newly elected directors 
of the association are C. M. 
Cordley, president, Cordley 
& Hays; W. F. Switzer, 
commercial sales manager, 
Frigidaire Div., General 
Motors Corp.; L. C. McKes- 
son, vice president in 
charge of sales, Ansul 
Chemical Co.; Dube, and 
Siegfried. 

Others continuing to 
serve as directors are 
Thorndike, Israel, Stel- 
pflug, Paul L. Craft, man- 
ager, Jobbing Div., Mueller 
Brass Co.; J. F. Dailey, 
president, Typhoon Air 
Conditioning Co.,  Ine.; 
J. Kingsley Noel, Jr., vice 
president, Victor Products 
Corp.; Howard R. Roberts, 
sales manager, National 
Users Div., Victor Products 
Corp.; R. L. Sears, sales 
manager, Lynch Corp.; and 
H. Blake Thomas, vice 
president, McQuay, Inc. 

Advisory members of the 
board of directors include 
past presidents E. M. Flan- 
nery, Bush Mfg. Co.; E. A. 
Vallee, Automatic Products 
Co.; R. H. Luscombe, Penn 


ult 


THEY'LL GUIDE REMA FOR 1950-51 


ear 


ntact 


REMA’s new executive committee poses for its “inaugural” portrait. 
Left to right are W. A. Siegfried, vice president; K. B. Thorndike, retiring 
president; R. H. Israel, new president; W. J. Stelpfilug, treasurer; and 


John E. Dube, secretary. 





Electric Switch Co.; H. F. 
Spoehrer, Sporlan Valve 
Co.; and H. F. Hildreth, 
Westinghouse Electric 
Corp. W. Vernon Brum- 
baugh continues as execu- 
tive secretary. 


REWA TO SPONSOR 
CONTEST DURING 
ST. LOUIS EXHIBIT 


An “added feature” of 
the Midwest Educational 
Conference in St. Louis 
May 26-28 will be a contest 
sponsored by Refrigeration 
Equipment Wholesalers As- 
sociation for the best 25- 
word answer to the ques- 
tion, “From which exhibit 
did you receive the most 
educational value, and 
why?” 

Every man actively en- 
gaged in the service busi- 
ness will receive an entry 
blank when he registers at 
the conference. Three prizes 
will be awarded, the top 
prize being a portable tele- 
vision set. The contest will 
close at 6 p. m. on Saturday, 
May 27, and awards will 
be made at the banquet 
that evening. Members of 
the trade press will act as 
judges. 

REWA also will award 
a plaque to the exhibitor 
whose booth is mentioned 
on the largest number of 
entry cards. 
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ADMIRAL CORP. BUYS 
MIDWEST MFG. CO. 


Admiral Corp. has pur- 
chased the Midwest Mfg. 
Co., Galesburg, Ill. The 
new plant will be known as 
the Midwest Mfg. Co. divi- 
sion of Admiral, and §S. S. 
Battles, Midwest president, 
will continue operation of 
the plant in the capacity of 
vice president for Admiral. 

Midwest, which employs 
350 people, will continue 
to manufacture its present 
line of Kitchen Kraft equip- 
ment, marketing it through 
present channels. The com- 
pany make a packaged 
kitchen comprising 5 cu. ft. 
refrigerator, sink, range 
and wall cabinet. 


Admiral plans to enlarge 
the plant to 365,000 sq. ft. 
by the end of the year, and 
to use the plant for re- 
frigerator production. 


LOUDON ANNOUNCES 
3 NEW PRODUCTS 


Loudon Mfg. & Sales, 
Inc., has announced three 
new products: a 7 ft. double 
duty self-contained meat 
case, a 7 ft. self-contained 
open type dairy case, and a 
7 ft. self-contained vegeta- 
ble case. Deliveries on the 
new models were scheduled 
to begin in April. Prices 
were to be announced at 
the time deliveries began. 


CONFERENCE DATES 
FOR 1950-51 SET 


Dates of the four educa- 
tional conference sponsored 
by REMA and RSES dur- 
ing 1950 and 1951 were de- 
cided upon at a meeting 
recently in Washington, at- 
tended by officers of REWA, 
RSES and Air Conditioning 
and Refrigeration Contrac- 
tors Association. 

Conferences have been 
scheduled as follows: 

May 26, 27, 28, 1950: 
Midwest Conference, Jeffer- 
son Hotel, St. Louis, Mo. 

November 17, 18, 19: 
West Coast Conference, Mu- 
nicipal Auditorium, Long 
Beach, Calif. 

January 26, 27, 28, 1951: 
Southwestern Conference, 
State Fair Grounds, Dallas, 
Tex. 

April 6, 7, 8, 1951: East- 
ern Conference, Hotel Stat- 
ler, Buffalo, N. Y. 

Plans for the St. Louis 
conference are already well 
advanced, and about 100 
manufacturers are expected 
to provide educational dis- 
plays there. John Spence, 
of Hussmann Refrigeration, 
is in charge of the educa- 
tional program, which will 
feature illustrated talks, 
lectures and motion pic- 
tures, together with panel 
forums. 

All manufacturers who 
exhibited at the 6th All- 
Industry Show are allotted 
one booth without charge, 
if desired; booth space is 
limited to these concerns, 
with REMA allotting the 
locations. 


AMERICAN PLATINUM 
NAMES 2 OUTLETS 


The American Platinum 
Works, Newark, New Jer- 
sey, manufacturers and 
fabricators of precious 
metals, has announced ap- 
pointment of Fort Du- 
quesne Steel Co., Pitts- 
burgh, and Hamilton Steel 
Co., Cleveland, as its dis- 
tributors of silver brazing 
alloys in Ohio, West Vir- 
ginia, Kentucky, Western 
Pennsylvania, and the area 
immediately surrounding 
Jamestown, N. Y. 





CMH oers 


the complete line 
of flexible metal hose 
products for refrigeration 
and air conditioning 


SERVICE HOSE 
CMH Refrigerant Charging Lines are 
light-weight, liquid-tight quality 
charging units with steel liner and 


WE TAKE CARE OF 


| Eastern 
CONDENSATE 
DISPOSAL UNIT 





VIBRA-SORBERS 


CMH Rex Vibra-Sorbers, the preferred vi- 
Te a ee a ee 
wat MM ala lla: ell eh 
Pe el ett me ee 
eile Mel tM rT Me Me ol lM dale 
ee eC Ltr etal etl TE dial) 


Designed for the air conditioning field, here is a completely 
Pele Mallett Mb tla tL 


automatic, foolproof unit that removes condensate fivids from 
the receiver tank and pumps them to an outside drain. Simple to 
install . . . Low operating cost . . . Totally enclosed motor . . 
Compact, rugged, rustproof construction . . . Quiet and reliable 
in operation. 


TUBING ARMOR 


CMH Refrigeration Tubing Armor is 
of fully interlocked construction in 


SPECIFICATIONS 


sizes for every need. Available in 
aluminum, brass, stainless steel and 
galvanized steel to meet local codes 
and special installation requirements. 
‘Economical, yet rugged and durable. 


TOUR Geis ales eas 
HANDLING HOSE 


CMH Rex-Weld Flexible Metal Hose 
offers the ideal means of conveying 
bulk refrigerants. Combining durability 
with high flexibility, it withstands high 
CM Me ee he 
sures. Available in bronze or steel 


You can secure all your flexible metal hose 
needs for refrigeration and air conditioning 
service from a single, reliable manufacturer. 
For over 48 years, CMH has manufactured all 
its flexible metal hose products to provide 
users with the complete dependability that is 
demanded in this type of service. 

Write today for literature describing the 
items shown above, mentioning those in 
which you are interested. 


CHICAGO METAL HOSE CORPORATION 
1321 S$. Third Ave. Maywood, Il. 


Plants at Maywood, Elgin and Rock Falls, ill. 
in Canada: Canadian Metal Hose Co., Lid., Brampton, Ont. 





Tank — Approximately 1% gal. 
capacity with %” inlet, 42" outlet. 
Brass with black enamel outside. 
Pump—Bronze centrifugal pump. 
Delivery app. 4% GPM at O 
PSI and shut off of 12% PSI. 
Motor — 1/40 HP 3450 RPM, 
single phase, 60 cycles, 115 volt, 
totally enclosed, ball bearing, 
capacitor start motor. 


Control — Controlled by a float 
operated switch, so set to pump 
out app. 0.8 gal. of condensate 
at each operation. Built-in check 
valve prevents the outlet line 
from draining back into the tank. 
Overall Dimensions—54" wide; 
9%" long; 1215/16” high. 
Weight 21 Ibs. 


Investigate Eastern’s Proven Pumps for 
ICE CUBING MACHINES 


Designed for continuous duty 
under severe operating condi- 
tions, the Eastern lel D-11 
Pump is a heavy duty centri- 
pump. Size: 10” x 5/2” 
‘, rb ——, 18 = — 
, heavy duty, split phase, 
fully enclosed, induction motor. 
Available in 110 or 220 volts 
A.C. Maximum output: 8 GPM 
et zero re. Maximum 
fois (resin 
jal alloys 
hazardous service. Built for 
dependable service. 


MODEL D-11 


WRITE FOR COMPLETE CATALOG 
Dept. A-11 
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BAKER ANNOUNCES 
NEW SALES SETUP 


Baker Refrigeration 
Corp. has reorganized its 
sales department and has 
announced new manufac- 
turing and sales policies. 

Contracting operations 
in Omaha and St. Louis 
have been discontinued, and 
distributors are being ap- 
pointed to handle the com- 
pany’s activities in those 
areas. Central Ice Machine 
Co. is the new Omaha dis- 
tributor, with the St. Louis 
outlet to be named later. 

Present contracting 
branches in Seattle, Port- 
land, Ore., San Francisco 
and Los Angeles are not be- 
ing changed. 

From the sales stand- 
point, four regions have 
been set up, each in charge 
of a regional manager, un- 
der whom are district man- 
agers in each area. 


The northeastern region 
will be in charge of W. W. 
Woodruff, who also will 
handle the district includ- 
ing Maine, New Hampshire, 
Vermont, Massachusetts, 
Rhode Island, northern 
Connecticut and portions of 
New York state. The New 
York district, managed by 
H. H. Paltridge, covers New 
York City, Long Island, 
southern Connecticut and 
northern New Jersey. The 
Washington - Philadelphia 
district, handled by E. J. 
Uhthoff, comprises south- 
ern New Jersey, Pennsyl- 
vania, Maryland, Delaware, 
District of Columbia, Vir- 
ginia, and eastern West 
Virginia. 

The southern region, 
managed by D. P. Mandery, 
includes the Atlanta and 
Dallas districts. Mandery 
will also cover the Dallas 
district comprising Louisi- 
ana, Texas, Oklahoma and 
New Mexico. B. W. Embry 
will cover the Atlanta dis- 
trict of North and South 
Carolina, Georgia, Florida, 
Alabama and Mississippi. 


The central region, with 
St. Louis as headquarters, 
includes the Chicago, Cleve- 
land, St. Louis and Omaha 
districts. J. L. Bodine will 
be regional manager, and 
also will cover the Chicago 
district of northern Illinois, 
Wisconsin, western Michi- 
gan and northern Indiana. 
Cleveland district will cover 
Ohio, eastern Michigan, 
western West Virginia and 
parts of Kentucky, and a 
manager will be named 
soon. Harry Materne will 


handle the St. Louis district 
of eastern Missouri, south- 
ern Illinois, western Ken- 
tucky, Tennessee, Arkansas 
and southern Indiana. Oma- 
ha district, handled by 
Lorimer Dunlevy, will cover 
Nebraska, Iowa, Minnesota, 
North and South Dakota, 
Kansas, western Missouri, 
Colorado and Wyoming. 

Pacific region remains 
unchanged, with Charles 
Hollingsworth as manager 
of the Los Angeles district, 
Ross Rathbun of the San 
Francisco district, and 
Vince Kaufman of the Se- 
attle district. 


ASRE WILL MEET 
IN KANSAS CITY 


The 37th spring meeting 
of American Society of Re- 
frigerating Enginers will 
be held June 4 to 7 at the 
Muehlbach Hotel, Kansas 
City, Mo. Following custom, 
the meeting will include 
presentation of technical 
papers on refrigerating sub- 
jects and two engineering 
conferences on specialized 
industry problems. 

The two technical ses- 
sions will feature presenta- 
tion of papers on such 
subjects as the testing and 
balancing of air condition- 
ing systems, low tempera- 
ture air conditioning, 
applications of a new re- 
frigerant, refrigerated 
truck transportation, and 
the prepackaging of meats 
for retail sale. 

Two enginering confer- 
ences will be held. The first, 
on domestic refrigeration, 
will feature application of 
insulation to home refrig- 
erators and freezers. The 
other conference will be on 
the subject of water re-use. 
Both conferences will be in- 
formal in nature, and fea- 
ture round-table discussions 
of the problems being con- 
sidered. Arthur J. Hess of 
Los Angeles will be in 
charge of the_ technical 
program, and M. W. Pehl 
of Kansas City is chairman 
of the convention commit- 
tee and will arrange the so- 
cial program. 


ASHVE MEETS IN 
CANADA IN JUNE 


The American Society of 
Heating and Ventilating 
Engineers will hold _ its 
1950 semi-annual meeting 
in Canada at the Royal 
Muskoka Lakes district, 
directly north of Toronto, 
June 18-21. 
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Refrigerators 


Here’s simultaneous CHILLED storage and FROZEN storage: 


Just think, with this versatile refrigerator, 1500 Ibs. of 
meat (or the equivalent) can be stored safely and eco- 
nomically on the convenient shelves of the 38 cu. ft. 
frozen chamber. An additional 120 cu. ft. of chilled 
storage space is also available. United ““T'wo-Temps” 
combine steel construction, smart styling, convenient 
interiors and uniform temperatures, providing you with 
a saleable refrigerator that is rigidly tested and meets 
the highest standards of efficiency. 


REFRIGERATOR COMPANY 
HUDSON, WISC. 





Immediate Shipment 
Oe 
a es 


Ge 


ih “Packaged” 
COOLING TOWERS 


Two great low priced cooling towers tailored to your “packaged” 
air conditioning needs — simple installation — trouble-free opera- 
tion — outstanding performance — low cost, long life — carried in 
stock in many principal cities. 


MARLEY AQUATOWER . . . a “packaged”, steel, induced draft 
cooling tower, ready to go — indoors or outdoors — 3 to 50 ton 
capacity. All nine sizes available for IMMEDIATE SHIPMENT. 
No assembly required. Bulletin AQ-50. 


MARLEY SERIES 100 Natural Draft . . . completely pre-fabricated 
redwood, easy to assemble, multi-nozzle spray system, all bolted 
construction. Capacity up to 30 tons. IMMEDIATE SHIPMENT. 
Bulletin 100-50. 


Thousands of Marley cooling towers in constant use throughout 
the world are your best assurance of complete satisfaction. Let 
Marley “know-how” help you. Write, wire or phone today. 


THE MARLEY COMPANY, INC. 


KANSAS CITY 15 KANSAS 





COOLING 
TOWERS 


CONSERVATION 
AT WORK 


Now, with Pritchard’s new, better- 
than-ever Series “P” Packaged Cooling 
Towers, you can put water conserva- 
tion to work on refrigeration and air 
conditioning installations. 


Low cost Series “P” In- 
duced Draft Towers are 
built to give up to 20 
tons capacity. Units 
shipped assembled or 
“knocked-down.” 


Write for FREE 
Bulletin No. 5.6.082 


EQUIPMENT DIVISION 
® 


iEPri 


Dept. No. 14 


alo, 
QUALITY 908 Grand Ave , Kansas Cily 6, Mo. 


Specialized Proces 


: District Offices: Chicago * Houston * New York 
We 


Pittsburgh « Tulsa « St. Louis 
Representatives in Principal Cities 


PENN SWITCH PUTS 
“SHOW™ ON TOUR 


Penn Electric Switch Co. 
has inaugurated a series of 
educational shows through- 
out the northeastern and 
Atlantic seaboard states for 
refrigeration engineers and 
service men, announces R. 
H. Luscombe, general sales 
manager. 

The show was created to 
give a dramatic visual dem- 
onstration in the use, con- 
struction, installation and 
servicing of automatic con- 
trols. Included in the 
show’s equipment are giant 
controls which actually op- 
erate, colored slides, and a 
“live” board illustrating an 
entire refrigeration system 
in operation. The system is 
disagrammed on a large 
board with various colored 
lights to show the action of 
each function in the system. 

Meetings are being ar- 
ranged and sponsored in 
each city by wholesalers of 
Penn controls. After the 
regular session each night, 
individual installation prob- 
lems will be discussed. 

The series of shows 
opened in Detroit on April 
11, and other cities visited 
during April _ included 





Cleveland (April 13), Buf- 
falo (April 14), Rochester 
(April 19), and Syracuse 
(April 21). 

May meetings include 
Utica (May 2), Albany 
(May 4), Springfield (May 
9), Boston (May 11), Provi- 
dence (May 16), Hartford 
(May 18), New Haven 
(May 22), Bronx (May 24), 
Manhattan (May 26), 
Brooklyn (May 31). During 
June meetings will be held 
in Newark (June 2), Tren- 
ton (June 6), Philadelphia 
(June 8), Baltimore (June 
13), Washington (June 15) 
Richmond (June 20) and 
Norfolk (June 22). 


SANDY PRATT DIES 
OF HEART ATTACK 


Clarence F. “Sandy” 
Pratt, former head of 
California Refrigerator Co., 
San Francisco, and a well- 
known West Coast refriger- 
ation personality, died re- 
cently following a heart 
attack. 


“Sandy” was widely 
known for his hobby of 
giving out seedlings of 
California redwood trees at 
industry conventions. 


Topay—after more than 17 years’ leadership in the ice cream freezing 
and dispensing field—swEDEN Speed Fountain Freezers are still 
“years ahead,” giving owners consistent, trouble-free service. 

It’s an old story—of advanced design and superior engineering, of 
pioneer testing and development. Automatic freezing controls for 
simple operation; sturdy construction and accessibility of all parts for 
quick cleaning are standard SWEDEN features that add up to MORE and 
LONGER service . . . LESS upkeep expense. 

Dispensing Soft Ice Cream, Frozen Custard and other long-profit 
specialties with amazing speed, SWEDEN eliminates bulk shrinkage, 
requires less cream weight-per-serving. Dipping, handling and scraping 
are eliminated; both food and labor costs slashed 50% and more. 

And remember—the SWEDEN line is really complete. There's a 
model to meet every need, every“budget. SWEDEN'S model variety 
adapts the machine to the operation, not vice-versa. SWEDEN Speed 

Fountain Freezers are profitable to own and operate .. . 
investments that pay for themselves out of EXTRA profits! 


Model |-131 


Swe pen rag Frnceze RS 


For more information, write today to: 


SWEDEN FREEZER MANUFACTURING CO. 


DEPT. R-2 SEATTLE 99, WASHINGTON 
FOUNTAIN 
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WINDOW COOLERS ... 
Continued from page 45 


reports can be obtained from a num- 
ber of sources. If you know before- 
hand when the hot weather is due to 
hit, you can shift your sales campaign 
into high gear along with it. Hot, 
sticky days help a lot in closing sales, 
if you’re set up to take advantage of 
them. 


Give Trial Demonstrations— 
An important step in closing the sale 
of any room conditioner is to offer a 
“free trial demonstration” in the 
prospect’s home or place of business. 
These demonstrations, of course, are 
most effective during periods of un- 
usually warm, humid summer weath- 
er. 


Follow UP Your Customers— 
Don’t let your customer become just 
a name on the books after you have 
his signed order. Follow-up calls ac- 
complish two important objectives: 


1. They keep customers sold on the | 
product; 2. Satisfied customers sup- | 


ply leads to other prospects. 

Above all, don’t wait for sales to 
come to you. You can double—or 
triple—your volume if you start stir- 
ring things up for yourself. 


SALES SLANTS ... 
Continued from page 32 


Mr. Brown went into a long story 
about how much he would like to buy 
from Mac, but Mac’s 5-hp. unit only 
gives 58,723 Btu’s and one of his 
competitors can get 70,641 out of his 
5-hp unit. Mac stood it as long as he 
could, and he finally said, “Look, Mr. 
Brown, let’s talk about results you’ll 
get from our installation. You 
wouldn’t recognize a Btu if you saw it 
crawling across your counter—so 
why talk Btu’s.” 

Your best bet in explaining the 
mysterious stuff called Air Condition- 
ing probably is to start briefly with 
expected results. Explain that our job 
is to take both the moisture and the 
heat out of the air. 

“As you know,” you might say to 
the prospect, “we accomplish that 
with refrigeration. The air passes 
over a cold coil and is chilled on the 
way through. 

“The dehumidifying process con- 
fuses many people, but it’s usually 
quite simple. Moisture is always 
present in the air. The warmer the 





air, the more moisture it will hold. 

“When you take a milk bottle out 
of the refrigerator on a summer day, 
drops of moisture form on the out- 
side. That’s because the air surround- 
ing the bottle has cooled to below 
what we call it’s dewpoint. That is, 
the air, in cooling, has dropped to a 
temperature so low that it can’t hold 
as much moisture, and so some of the 
moisture is attracted to the cold 
bottle. 

“The same process occurs when we 
have condensation on our windows in 
the winter. In that case, the air in the 


room next to the window is cooled 
and drops below its dewpoint, so it 
leaves some of it’s moisture content 
on the glass. The colder it is outside, 
the colder the air at the window will 
get and the more moisture it will lose. 

“When we air condition your store, 
the same thing will happen. When 
that air goes over the cooling coil it 
will not only be cooled, but also it 
will be brought below its dewpoint 
and will leave a tremendous amount 
of moisture on the coil. That moisture 
goes down the drain. On a hot, sticky 
day the water will just pour off the 





FOOD FLAVOR 
TRANSFERENCE 


Meats, fish, dairy products, vegetables . . . all can be stored safely in 
one cooler when you have Dorex Food Saver. This compact, efficient 
unit keeps refrigerator air fresh, sweet-smelling, constantly circulated. 


Through clever use of activated carbon 


the greatest air purifier 


known—Dorex Food Saver actually takes aroma gases out of the air 
as fast as they are generated. Thus, flavor can’t be transferred from 
food to food . . . delicate foods won’t be contaminated by the aromas 


of those more highly flavored. 


Dorex Food Saver is ideal for both walk-in and reach-in boxes. 
Savings quickly return its low initial cost... only $49.50. 


W. B. CONNOR ENGINEERING CORP. 
114 East 32nd Street, New York 16, N. Y. 


In Canada: Douglas Engineering Company, Ltd., 190 Murray Street, Montreal 3, P. Q. 


Pe 


~~ 
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Please RUSH us full information about the Dorex Food Saver. 


( ) We are interested for our own use. 
( ) We want to know your dealer story. 


MAIL THIS COUPON TODAY!-------"1 


W. B. Connor Engineering Corp., Dept. C-50 
114 E. 32nd St., New York 16, N. Y. 





coil. I’ve explained that to you so 
you will realize there is no mystery to 
what we do. It is a science based on 
much research. The only variable is 
the quality and efficiency of the 
equipment, and the engineering and 
mechanical know-how behind the in- 
stallation. I’d like to show you why 
we feel that we’re ahead of the field 
on those points.” 

Maybe this wording is too fancy 
for some prospects or too elementary 
for others, but you can dress it down 
or up as you please for your prospect. 
Just be sure that you don’t talk down 


ANY WAY YOU 


TT 


LOOK AT 


to anybody. You’re supposed to know 
more about your business than your 
prospect does. 

When you are sure that he has 
passed his primary course, you can 
then start going into more detail—if 
you think he will appreciate and 
understand it. 

You can point out that there are a 
lot of important factors that go to 
make up a good air conditioning in- 
stallation, regardless of whether he 
wants an intricate duct installation or 
“one of those boxes up against the 
back wall”. It certainly isn’t out of 


Bi 


PA 


eye 


CONTENTS 


...THESE BY WAYS 


1. Instant drying to lower levels 
, ++ 2. Maximum drier capacity .. . 
3. Protection against corrosion 
because PA 100 removes corrosive 
compounds from the refrigerant 
... 4 Freedom from caking ... 
5. Freedom from channeling of 
refrigerants . . . 6. Dust-free dry- 
ing ... 7. Complete safety in per- 
manently installed driers .. . 


CONT.NO 


Seven proved reasons why PA 100 
is better than any other type of 
desiccant. Yes, and seven proved 
reasons why most leading refrig- 
eration engineers demand PA 100 
for all drying jobs. 


Ask your jobber for dehydra- 
tors charged with PA 100... 
or for the bulk can with the 
blue label. 


T 
THE DAVISON CHEMICAL CORPORATION 


Flogost haogh (hemi Ee BALTIMORE-3, MD. 


PIONEERS AND DEVELOPERS OF SILICA GEL 
Canadian Exclusive Agents for DAVISON SILICA GEL: 


*T.M. REG. APP. FOR 
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CANADIAN INDUSTRIES LIMITED, Sales Division—Chemicals Departmen: 
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order to use that “Professional At- 
titude” and a few well-chosen words 
to imply that you’re THE guy to do it. 

Remember this old joke? The kid 
tells his teacher that he and his Dad 
know everything. When he gets 
stumped on the first question the 
teacher asks, he says, ““That’s one my 
Dad knows”. It’s a good way to feel 
about your company and it’s good to 
let your customer know that you feel 
that way. 

Don’t lose sight of that scared crea- 
ture we were talking about before— 
your prospect. The combination of 
the techincal nature of our field and 


| the malarkey spread by your com- 
| petitor have pushed him into a panic 


Shock him back to 


of confusion. 


| normalcy with plain, unadulterated 


| 
| 
| 


truth. 

Have you ever had a prospect tell 
you that one of your competitors has 
guaranteed absolutely perfectly 


MAN 
WANTED 
QUALIFIED IN 
THERMODYNAMICS 

“VENTILATION |7 
/| ADVANCED 
REFRIGERATION 


AIR CONDITIONING 
SIGN LETTERING 


**“Well, that lets me 
out. I can’t letter signs.” 


smooth air distribution with no drafts 
and no unevenness of temperature? 
Looking a man in the eye and giving 
him the following answer has been a 
big factor in getting more than one 
contract signed: 


“Mr. Ball, we will give you a 
written guarantee that we won't 
please over 95% of your employees! 
Has your heating system ever done 
it?” 

You’ve used an extremely pleasant 
and acceptable way to call your com- 
petitor a liar. Your honest statement, 
which apparently is backed by knowl- 
edge and experience, puts your en- 
gineering (in his mind) above the 
others. The next few statements you 
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peucther Timportaut mas a 
SILVALOY DISTRIBUTION OST 


LYN) 
SILVALOY < 


SILVER BRAZING ALLOYS © 


} 
\ 
L 


EDGCOMB snares 


AND 7 
aE ta E., Me 34,PA 
yaaa — entre relly 


oe 
use: CHARLO oT eC 


WAREHO Wie cola 


527 ATANDO AV al 
ne it ARD OIL peepee The Edgcomb Steel Company has 

CNM caus vz poem MOT aade 6 taken over the distribution of SILVALOY 

st. PAUL PLACE & ‘4 a at _ HAINES BLDG: Silver Brazing Alloys in the rapidly grow- 
10), Sh doen TD 26 ing manufacturing areas shown on the 

a nae ae PON le map above. Their high standing and long 

de Rey Alt aaa experience in the metal field, plus their 
facilities for quick efficient service, 

SILVER | MELTING | FLOW guarantee you not only prompt shipment from 
itt | stock, int eles dependable co-operation in work- 

SILVALOY 15 | 15% 1185°F | 1280°F ing out your silver brazing alloy problems from a 

“SILVALOY 20 1430°F | 1500°F | technical standpoint. 

; ae tage a eee ee The most widely used SILVALOY Silver Braz- 
SILVALOY 35 La 1 oer ing Alloys are shown in the table at the left. For 
SILVALOY 40 1135°F | 1205°F use with these alloys we recommend APW No. 

SILVALOY 45 1125°F | 1145°F 1100 Low Temperature Flux or APW No. 1200 


SILVALOY 50 1160°F | 1175°F Universal Flux. 


eee Ue ee es 


231 NEW JERSEY R. R. AVENUE NEWARK 5, N. J. 
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make—and they should be good at a 
time like that—will be believed and 
remembered more than any others 
you make, until you take advantage of 
the next good break you get. 

Fresh air is another headache to 
buck. You find that your competitor 
is going to give Mr. Prospect 50% 
fresh air, and Mr. Prospect wants to 
know what you're going to “give” 
him. Tell him you'll give him 100% 
fresh air if he wants it, but that you 
also want to tell him a little trade 
secret: 

“In the air conditioning business, 


fresh air ain’t free! You have to cool 
that air down from its outside temper- 
ature, and you have to wring the 
moisture out of it. That costs money 
for equipment, and it costs money for 
daily operation. 

“We have planned your system 
with adequate ventilation for good 
health and for a ‘fresh feeling’. You 
may, by opening the damper wider, 
have more frseh air. In the spring and 
fall, you'll probably want to open it 
full, but during the cooling season 
you will want it at the position we 
will mark on it so that you can keep 


aOR 


DIAPHRAGM PACKLESS 


Tay 


A 


LIQUID INDICATOR — — 


GREATEST 
REFRIGERATION PARTS 
DEVELOPMENT SINCE THE 


DIAPHRAGM PACKLESS VALVE 


Saves on Service Calls, Liquid Losses! New Diaphragm Packless SEALFLO solves 
perfectly the problem of differences in expansion of brass and glass which make 


it impossible to keep packing tight. 
SEALFLO designed on an entirely new 
principle. DIAPHRAGM SEALED— 
NO PACKING to leak or deteriorate. 
NO SPRINGS to weaken. 


SEALFLO contains a pyrex gage glass 
fused on each end to a flexible alloy 
diaphragm, in turn sealed to viewing 
tube. Glass floats, free on each end in a 
sealed chamber, impervious to temper- 
ature changes. 


SEALFLO has ‘“‘straight-thru’’ design 
and is equipped with MAGIC LINE 
VIEWER, the line which automatically 
widens where the liquid begins. 


SEALFLO has given flawless perform- 
ances in actual testing under pressure 
of 1150 PSI, with quick temperature 
change immersion from 35° F to 200° F, 
a range of 165°. Also, each SEALFLO 
is individually pressure tested with Dry 
Gas at 300 PSI. 


Available at your wholesalers in four practical sizes. 


If your wholesaler doesn’t yet have this new item 
in stock, send his name when ordering direct. 


WRITE FOR LITERATURE AND PRICES 


o 
"LA PRODUCTS CO. 185 N. WABASH AVE., CHICAGO 1, ILL. 











your operating costs at a minimum.” 

You might also want to point out 
that, as a general rule, the proportion 
of the equipment cost and the operat- 
ing expense attributable to fresh air 
is close to the same as the percentage 
of fresh air to total air. In other 
words, with a 50% fresh air job, 
about half the cooling load is the 
fresh air load, which means that half 
of the cost of the equipment is due to 
that fresh air. When you point that 
out you probably will have to sell the 
man back up to a reasonable amount 
of fresh air. 

As a last example of the value of 
being honest both with yourself and 
your customer, let’s take a room with 
an exhaust fan. The fellow is ex- 
hausting 800 cfm out of his place. 
Your competitor absolutely guaran- 
tees to do the job with a 3-ton unit 
and you're standing on your head to 
show that a 5-ton unit is necessary. 

How about a little change of pace? 
Tell him it can be done with a “3”, 
but that any decent air conditioning 


HE rear panel of an Airtemp 

packaged air conditioner is 
good for more than just covering 
up the back of the unit, one of the 
company’s distributors has found. 

In making a call on one of its 
customers to replace one of these 
panels, Winters-Becker Corp, of 
Miami, Fla., uncovered a strange 
story. It seems that the customer 
had been making this panel double 
in brass as (of all things!) a grille 
for frying steaks in his back yard. 
One day he failed to replace the 
panel after one of these steak fries, 
and next morning the junk man 
hauled it away! 


contract says that the guarantee is 
based on removing only a certain 
amount or proportion of air—and he 
is exceeding that. The air condition- 
ing will operate with the exhaust fan 
off, but apparently his business can’t. 

Show him a little diagram of a 50- 
gallon hot water tank. Use a few 
trained arrows to show 10-gallons 
flowing out and 10 more gallons flow- 
ing in every minute. Then point out 
that a room is the same in that it must 
always have the same amount of air 
in it. He is taking 800 cubes, each 
measuring 1 foot x 1 foot x 1 foot, out 
of the room every minute, and that 
same amount of air has to be sucked 
into the room through the doors and 
windows and cracks in the building. 

Take him back to the hot water 
tank and show him that if he keeps 
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his tank at 140 degrees and the water 
comes in at 70 degrees, he not only 
has to buy a large enough tank, but 
particularly he must buy a burner 
which will heat 10 gallons of water 
every minute from 70 degrees to 140 
degrees. 

Similarly we must not only cool his 
place off, but we have to take that 800 
cfm of air down to a dry 80 degrees 
from a wet 95 degrees. THEN you 
can again tell him he needs a “5”—if 
he doesn’t tell you first. 

There probably will be times when 
it will be wise to go into various de- 
tails of the refrigeration cycle and 
how they work—either as part of 
your quick course on Air Condtion- 
ing, or later for an explanation of 
questions he has on his mind. 

Let him know that a compressor’s 
job is to absorb and dissipate heat, 
not to “make cold”; explain how con- 
denser water does its job; explain the 
metering of water by the regulating 
valve; clear up any of the other “con- 
fusion factors” of our business. That 
will lead to his becoming a better in- 
formed prospect, a more intelligent 
buyer, and a more satisfied user. 

For the sake of our individual 
progress and the progress of our in- 
dustry, let’s do an intglligent selling 
job—which necessarily includes the 
education of our prospects. 


(Auerbach’s fourth Sales Slant, 
entitled “Design and Sell to 
Your Prospect’s Needs’, will 
appear in next month’s issue.) 


REPRESENT McQUAY 
IN E. CENTRAL AREA 

McQuay, Inc., manufacturers of 
lowside commercial _ refrigeration 
products, has appointed Benson & 
Vassar as their representatives for 
the states of Virginia and West Vir- 
ginia. 

Benson & Vassar have their office 
at 922 Commerce St., Lynchburg, Va. 
They will also be representatives for 
the American Automatic Ice Machine 
Co., a subsidiary of McQuay. 


ERIE ENGINE CREWS 
LIKE COOLED WATER 

Eight Sunroc Model KC water 
coolers recently were shipped to the 
Erie Railroad at Marion, Ohio, for in- 
staflation in locomotives for use of the 
engine crews. The cooler, originally 
designed for the railroad by Sunroc, 
has a refrigerated storage section for 


perishable foodstuffs. 





WESTINGHOUSE EXTENDS 
FINANCING PROGRAM 

Further extension of Westinghouse 
Electric Corp. Equity Plan for financ- 
ing purchases of Westinghouse prod- 
ucts through local banks was an- 
nounced recently by C. F. Gilbert, 
manager of the company’s retail 
credit division in Pittsburgh. The 
plan is being broadened to include 
distributor and dealer inventory and 
display stocks of air conditioning 
equipment and the Westinghouse 
Home Precipitron, an electronic air 
cleaner. 





i 


AT HANDY 


REWA BOARD MEETS 


Directors of Refrigeration Equip- 
ment Wholesalers Association held 
their first meeting of 1950 on March 
24-25 at the Muehlebach Hotel, Kan- 
sas City. In addition to a general 
discussion of plans for the year, 
REWA participation in the first 
REMA-RSES Educational Conference 
in St. Louis during May was dis- 
cussed. 


REWA 1950 activities cover a num- 
ber of new services offered by the 
association to the membership. 


& HARMAN 


DEALERS— EVERY WHERE 


in handy 5-ounce packets 


Now you can get this versatile, fast-acting low-temperature 


silver brazing alloy in convenient, sturdy 6/2” 


square packets. 


Just the thing for—small shops—plumbers—refrigeration, elec- 
trical and other service men—maintenance and repair crews, 
etc. Also for all shops that make ferrous and non-ferrous metal 
products for silver alloy brazing trial work, tool repairs, etc. 
Each package contains a 5-ounce coil of 1/16’ EASY-FLO 
45 wire (approx. 330 lineal inches)—also torch brazing in- 
structions and a ‘Quick Facts” folder giving full details about 


EASY-FLO 45. 


WRITE TODAY FOR OUR LIST OF DEALERS 
and order a supply of packets from the nearest one. 
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Positively Controls 
CONDENSATION DRIP 


Prevents rust and corrosion, thus prolonging pipe 
life. 


Just wrap cork-filled NoDrip Tape around cold 
water pipes, suction lines and joints running from 
refrigerating machines to condensers. Also used 
on refrigerant lines in air conditioning systems and 
on cold water pipes in basements. 


NoDrip Tape is effective immediately. It can be 
painted. Clean and easy to put on, without tools, 
brads, etc. 


CONTRACTORS: Include NoDrip Tape protection 
in your estimates, not only to stop dripping, but 
for the sake of good appearance on finished in- 
stallations. 

Roll covers about 10 feet of 12” pipe. $1.69 list. 
Higher west of Rockies and Canada. 


Order through your supply house or write for in- 
formation. 


J. W. MORTELL CO. 


Technical Coatings Since 1895 
553 Burch St. Kankakee, Ill. 
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LITERATURE 


The publications listed below are available to readers without charge. Simply 
list on the postcard in this issue the key numbers of the items you wish 
to receive. Your requests will be forwarded directly to the companies concerned. 


E1—Auxiliary Power Plants . . . New 
1950 electric plant catalog of D. W. Onan 
& Sons Inc., titled “Electricity At Your 
Service for Any Purpose Anywhere”. 
Covers complete line of Onan gasoline- 
driven electric plants, ranging from 260 
watts to 35,000 watts, in all standard 
voltages, wattages and frequencies. Of 
special interest is the model guide and 
general information section pointing out 
difference between various models and 
giving instructions for selecting proper 
type, size and starting method. 


E2—Thermal Insulations . . . A new 
16-page booklet describing all forms of 
Fiberglas thermal insulations for industrial 
and building applications. Data on thermal 
conductivity and sound absorption proper- 


AN ADJUSTABLE RE- 
PLACEMENT FOR HER- 
METIC UNIT CONDENSER 
FAN ASSEMBLIES 
THE 


TRANS AIRE 


MOTOR FAN BRACKET ASSEMBLY 


The Transaire M.F.B. 
provides a single 
stock, all purpose 
solution to the 
replacement 


| problem created by 


the great variety 
of condenser fans 
on all hermetic units. 


® ADJUSTABLE TO WIDE VARIETY OF MEA- 
SUREMENTS—POSITIVE LOCKING AT ANY 
POSITION 

© PERMITS USE OF ORIGINAL MOUNTING 
HOLES WITHOUT REFERENCE TO MODEL OR 
CATALOG NO. 

© IMPELLER FAN AVAILABLE IN 4 DIFFERENT SIZES 

® DUST PROOF MOTOR, RUBBER MOUNTED 


® GUARANTEED FOR ONE YEAR 


Write for details and prices (Give your wholesaler's name) 


PENN ELECTRIC MOTOR CO. 


1825 WYLIE ST., PHILADELPHIA 30, PA 


Serving the refrigeration industry since 1928 





ties are included. Illustrated with numerous 
application photographs. Issued by Owens- 
Corning Fiberglas Corp. 


E3—Solder Pre-Forms ... A new 
4-page bulletin available from Soldering 
Specialties, arranged to tell what, how and 
when of the uses of pre-formed solder 
shapes. Bulletin has a special illustrated 
chart which shows applications in diverse 
fields and instances. Primarily of interest 
to manufacturers seeking less expensive, 


increased production of soldered assem- 
blies. 


E4—Coin Meter Selling . . . 1950 
edition of the Meter-Matic sales plan 
manual, (Form M-20) available from In- 
ternational Register Co. Has 24 pages of 
helpful information about use of the meter 
plan to stimulate sales of refrigerators, 
appliances, etc. 


E5—Humidity-Temperature Indica- 
tor . . . Information and literature on a 
new direct reading humidity and tempera- 
ture indicator known as the Hygrodial, 
made by Bendix Aviation Corp. (Friez 
Instruments Div.) and distributed national- 
ly by Abbeon Supply Co. Instrument re- 
tails for $18 and shows at a glance the 
temperature and relative humidity of the 
air-to which it is exposed. Not a shop in- 
strument; designed for use in home, office, 
similar locations. 


E6—Counter Freezer ... A new 8- 
page, 3-color mailer illustrating and de- 
scribing its new counter ice cream freezer, 
available from Mills Industries, Inc. De- 
signed for use by distributors and dealers 
as mailing piece. Profits per gallon of mix 
and monthly profits based on gallons sold 
per day are charted. Illustrations of the 
three models in the line are shown, plus 
construction details and complete specifi- 
cations. 


E7—Vibration Control Materials .. . 
Characteristics of the various types of vibra- 
tion isolation media—springs, rubber and 
cork materials—are given in a new bulletin 
(G-102) available from the Korfund Co., 
Inc. 50 typical machine and equipment 
applications are tabulated with recom- 
mendations for proper types of vibro-i8ola- 
tors for highest efficiency, and with alter- 
nates for satisfactory operating efficiency 
for less exacting requirements. Various 
types of standard mountings are described 
with data on loading ranges. 
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Kelvinator Introduces- 


ae 


DRIER! 


Opens New Profit Opportunities for Refrigeration Dealers! 


Enter a new market. A huge market. And win 
your share of it with this new Kelvinator Air 
Drier! It’s ideal for homes, offices, stores, shops, 
factories . . . hundreds of locations. Efficient . . . 
Quiet... Protects clothing, food, 
furniture, fabrics, machinery, walls. Takes mois- 
ture out of the air by the gallon in high humidity 


Automatic... 


locations. Saves time and money. Safeguards 
valuables. Requires no oiling, practically no ser- 
vicing. Easily portable . . . costs only a few cents 
daily to operate! Write, phone or stop in at your 
nearest Kelvinator supply depot. Kelvinator, Divi- 
sion of Nash-Kelvinator Corporation, Detroit 32, 
Michigan. 


Pear ro0Ay...Bvi0 FOR ee aad 


Keclseseatov 


KELVINATOR 
BEVERAGE COOLERS 


KELVINATOR FROZEN 
FOOD MERCHANDISER 
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KELVINATOR 
WATER COOLERS 


KELVINATOR 
CONDENSING UNITS 


KELVINATOR ICE 
CREAM CABINETS 





SM LAM 


REFRIGERATION PRODUCTS 


Provide maximum service 
under toughest operating 
conditions. 


. 
ALL-STEEL 
GAUGE SETS 


All-Steel Construc- 
tion. Automatic 
shut-off of liquid in 
case of glass break 
age. 
packing rings give 
long life, no-leak 
seal. 


q > 
Composition 


PURGE VALVE 


Compact — Machined 
from bar stock steel 
— Full size ports — 
Completely rust- 
proofed — Highest 
Grade graphited com- 
position packing. All 
popular sizes. 


See your jobber—or 
write us for prices. 


CYRUS SHANK COMPANY 


631 W. Jackson Bivd., Chicago 6, til. 





CEE-KLEER 
SELLS YOU 


To Your Customers 


Make trouble visible 
with the only liquid in- 
dicator that fully indi- 
cates 


FULL 360° VISION 
MAKING POSSIBLE A 
RAPID DIAGNOSIS OF 
OPERATING TROUBLES 
ENGINEERED 

By Service Men 

For Service Men 
PROVIDES 

Positive indication of 


excess oil in the system 
CEE-KLEER 


Sight Driers are 100% 
ecleanable and refillable. 


A combination: Sight 
Drier-Strainer-Filter 
ALL IN ONE 


Makes servicing Easier 
Faster—Eliminates 
guess-work. 


BUILT “NOT TO LEAK” 
Contact your jobber or 


write direct for free de- 
scriptive literature. 


CEE-KLEER pRODUCTS CO. 
1335 Walnut St., Cincinnati 10, O. 
SCOCCOHHEHOOHOOSEESOESEEOEE 
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For further information on any of these products, simply list on the postcard 
provided in this issue the key numbers of the items in which you are inter- 
ested. Your requests will be forwarded dirently to the companies concerned. 


Room Air Conditioner . . . PE-l 


Product: Window type air con- 
ditioner line. 

Manufacturer: 
Corp., Buffalo, N. Y. 

Features: Models have full 14 
and 34 ton capacities, and are rated 
at more than 6000 and 9000 Btu per 


Fedders-Quigan 


hour, respectively, certified at ASRE 
conditions. Claimed to provide full 
cooling capacity at reduced operating 
costs. Company says extensive labora- 
tory research and testing were neces- 
sary to achieve design of more effi- 
cient compressor required to parallel 
the greater cooling ability charac- 
teristics of refrigeration system used 
in new models. 


Room Air Conditioners . . . PE-2 


Products: Console and window- 
type air conditioners. 

Manufacturer: Remington Air 
Conditioning Div., Cortland, N. Y. 


Features: Four console models 


range from 1 to 134 hp, two smaller 
units (1 and 114 hp) being air cooled, 


two larger units (1144 and 1% hp) 
water cooled. Capacities range from 
11,600 to 14,200 Btu per hour in the 
line. Normally supplied with decora- 
tive cabinets of imported mahogany 
in cordovan or honey-blonde finish. 
Dimensions are 3634,” wide, 38” high, 
201,” deep. 

Two window units (34 and 1 hp) 
have capacities of 6020 and 9010 Btu 
per hour, respectively. These have 
two-tone metal cabinets with one- 
piece adjustable grilles of molded 
plastic, finished in sand gray and 
Biscay beige. All units have her- 
metically sealed compressors, but 
console models can be had with open- 
type units for 115 or 230 volt DC 
and for 50 cycle applications for 
export requirements. 


PE-3 


Products: New lines of Weather- 
makers and room air conditioners. 

Manufacturer: Carrier Corp., 
Syracuse, N. Y. 

Features: Weathermakers (self- 
contained store air conditioners) 


Air Conditioners .... 


range in capacities from 3 to 15 
tons, styled by Lurelle Guild. Exclu- 
sive feature is Humitrol, which pro- 
vides balance between cooling and 
humidity control and speeds dehu- 
midifying action when desired. Other 
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features include hermetic compressor 
with dual overload motor protection; 
full pressure lubrication system; 
automatically reversible oil pump; 
magnetic oil cleaning plugs. No sea- 
sonal pumpdown needed. Sloping 
cooling coil permits greater face 
area, providing larger cooling sur- 
face than with horizontal coils. New 
Q-T fan, a Carrier design, provides 
wide range of speeds. F-M expansion 
valve controls flow of refrigerant to 
use full capacity of cooling coil. Ex- 
terior finish is baked-on copper-beige 
color. Exterior is bonderized. 
Room air conditioners in both 
window and console models: window 
models in 4, 34 and 1 hp capacities, 


console models in 34, 1 and 114 hp 
sizes. Window units have standard 
brown and walnut blend, console a 
two-tone brown finish, but can be 
supplied in wide range of colors 
upon request. Hermetically sealed 
units in all models, adjustable air 
louvers, replaceable filters, finger- 
tip controls, plus two-speed switch on 
consoles for high or low level ventila- 
tion control. 


Room Air Drier... . 
Product: Compact electric air 
drier. 
Manufacturer: Kelvinator Div., 
Nash-Kelvinator Corp., Detroit. 


PE-4 


and motor, and 10 quart water con- 
tainer. Fan draws humid room air 
across drying coil and condenser. 
Drying coil, cooled by refrigeration, 
causes warm air to condense, remov- 
ing moisture. Collected moisture 
flows from drying coil to drip pan, 
then out through drain opening into 
removable container or hose con- 
nection to remote drain. Applicable 
to homes, business places, public 
locations, etc. 


BUY FROM YOUR 
REFRIGERATION WHOLESALER 


Fidd- Tested 


A Non-Ferrous Bolted Bon- 
net Valve meets Govern- 
ment specifications. 


Room Air Conditioner . . . PE-5 

Product: Window type air con- 
ditioner. 

Manufacturer: United States Air 
Conditioning Corp., Minneapolis. 

Features: Cabinet has wood- 
grain finish to harmonize with in- 
terior furnishings. “Instant-change” 
filter can be slipped out and replaced 
without opening cabinet. Models are 
Y% and 34 ton in capacity; larger 
unit only 2” higher than 14 ton unit, 
same in all other dimensions. Proj- 
ect only 1134” into room. Five-year 
warranty on both models. Only plug- 





a 


eT 


BOLTED BONNET DESIGN 


Maximum Safety and Strength 


Compact and light in weight, these Henry Wing Cap 
Valves give you maximum strength and safety under 
all conditions of service. Available in non-ferrous 
alloy with solder connections; in semi-steel with 
F.P.T. connections; and in semi-steel with companion 
flanges, bolts and gaskets—with brass tailpieces 
for freon and steel tail- 
pieces for ammonia or 
freon. Size range: 2” 
to 5%” OD solder con- 
nections; ¥2” to 8” F.P.T. 
or steel weld connections. 


Features: Steel construction, fin- esti . 
° e |Wing Cap maybein- —> 
ished in durable gray enamel. Meas- |) seq ond socket used to 
: | operate valve. 


SAVE YOUR TIME 


No Need to Remove Bonnet 
Assembly Before Soldering. 


|Equipped with patented, non-rotating valve stem 
disc. Stem disc has soft metal alloy insert which 
seats easily in valve body. Disc is self-aligning 
and chatter-proof. All valves are back seating 
jand may be repacked under pressure, if necessary. 


SOLD BY LEADING WHOLESALERS 


- Stem Packing 
. Back Seating Stem 
. Spring makes self-aligning disc chatter-proof 
. Spring Retaining Ring for locking pins 
Locking Pins 
ting stem disc with replaceable soft metal alloy insert. 


HENRY VALVE CoO. 


Melrose Park, Ill. (Chicago Suburb) 
Ceble: HEVALCO, MELROSE PARK, ILLINOIS 
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LIST OF PARTS 


ures 1214” wide, 2014” high, 2134” 
long. Connects to any 115-volt AC 
electric outlet. Major parts of drier | 
are refrigerated drier coil, finned con- | 
denser, sealed refrigerating unit, fan 


. Non-ro 


Valves, Driers, Strainers, Control Devices 
ond Accessories for Refrigeration 
end Air Conditioning. ond 
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For Faster, Easier Servicing 
make your next charging and testing unit 


rc. preference accorded Imperial Charg- | an 1M PE RIAL 


ing and Testing Units is a fine tribute 
to the quality and leadership that is 
so typical of Imperial Products for the 
refrigeration field. Ask for Catalog No. 
80-A covering the complete line. 


\ibendes ts ab tana 


IMPERIAL DOUBLE GAUGE 
CHARGING and TESTING UNIT 


An excellent general purpose unit for charging high or low side; 
purging; charging oil in low side; testing low side for leaks; 
setting low side controls; setting expansion valves, etc. Has 0 to 
300 Ib. pressure gauge and 30” to 60 Ib. compound gauge. 

No. 320-C with 2” gauges and handles 

No. 321-C with 22” gauges and handles 


No. 322-C without gauges, but with handles 
No. 323-C without gauges or handles 


THE SYSTEM, 


IMPERIAL HI-LO wens STRAIGHT UP, 
AT WILL FOR P REFRIGERANT 


CHARGING and TESTING UNIT READING HIGH IS FREE TO 


AND LOW SIDE BY-PASS FROM 


This entirely new type of charging and testing unit makes a great ae — 


SIDE. 
hit with refrigeration men everywhere because it combines all the 


advantages of a double gauge unit with the lightness, compact- 
ness, and ease of handling of a single gauge unit. A single master 
control handle operates the double acting valve. Permits reading ges me 


HANDLE. POINTER 

pressure on high or low side with a single gauge. See illustration. pf 
iA” ” AUXILIARY NEEDLE ™ + | PORT IS OPEN AND 

No. 504-C has 214” compound gauge, 30” to 50 Ibs., retard sn aan ib +t +4 
euasewne ane GAUGE READING 15 


OBTAINED. 
PURGING PORT. 


IMPERIAL SERVICE VALVE KIT 
FOR HERMETIC UNITS 


This improved service valve kit is a favorite with refrigeration 
men. Note that new parts have been added, and the kit is now 
equipped to take care of an increased number of hermetically 
sealed units including recent models. 

Furnished in sturdy, metal case arranged so that valve, wheel 
handle and gauge are kept completely assembled, ready for use. 
Includes 10 adapters, 6 wrenches, 5 gaskets, plug, set screw and 
instruction chart. 

No. 189-F Service Valve Kit has 22“ compound 

gauge, 30” to 50 Ibs., retard to 200 Ibs 
No. 182-F Service Valve Kit without gauge 
SEE YOUR JOBBER 


THE IMPERIAL BRASS MFG. COMPANY 
536 $. RACINE AVE., CHICAGO 7, ILL. 


Fittings @ Valves @ Driers @ Filters @ Floats @ Charging Lines @ Tools for Cutting, Flaring, Bending, Pinch-off, Swedging 
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in required for installation. Both 
available for 110 or 220 volt, 60 
cycle operation. Adjustable fresh air 
intake and ventilation with or with- 
out cooling possible through two con- 
trols on top of cabinet. Centrifugal 
blower used for better circulation, 
less draft. Refrigerant circulation 
controlled by expansion valve, so 
system is self-adjusting to variations 
of outside weather. 


Cooling Towers « « @ ¢ PE-6 
Product: New 1950 Aquatower 


cooling tower line. 


Manufacturer: The Marley Co., 
Inc., Kansas City, Kans. 


Features: New size has been 
added to line—a 20-ton Aquatower to 


meet increasing demand for this size 
unit. Interiors of all towers will be 
lined with thick coating of rubber to 
make it impervious to corrosion. 
Quiet, deep pitch fan is used which 
operates at half usual speed. Rubber 
lining plus slow speed fan gives un- 
usually quiet operation. Aquatowers 
are a packaged product, completely 
assembled, ready to go. Sized from 
3 to 50 tons. Have open distribution 
basin, redwood filling from top to 
bottom, totally enclosed motors, com- 
plete basin fixtures. Bulletin AQ-50 
gives additional details. 


ee PE-7 


Product: Kay-Tee line of unit 
coolers. 


Unit Coolers e e e 


Manufacturer: Kramer-Trenton 


Co,. Trenton, N. J. 


Features: Units cover seven sizes 
which will balance range of compres- 
sors from 14 to 2 hp. Newly patented 
fin and tube construction. Tubes are 
closely spaced with small fin over- 
hang, resulting in low fin to tube ratio 
and high heat transfer factor. Usual 
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higher costs of this type coil are over- 
come by special tools and minimum 
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Use Technifiex Dehydra- § 
tor containing Socony- : 
Vacuum Sovabead for g 
maximum moisture ad- g 
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sorption . . . it increases 
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here's YOUR GHEGK 
for MORE PROFITS! ¢ 


Leak-proof, burst proof! One- 
piece copper construction; uni- 
form heavy wall thickness; 
provided with forged flare nuts 
and seal bonnets. 

Radial Flow design incorporates 
full length perforated container 
to provide maximum drying for 
each pass of the refrigerant. 
No increase in pressure drop 
for installations in either liquid 
or suction line. 

SOVABEAD’S hard, smooth, 
spheroidal structure eliminates 


also available. 





Write now for completely 
iMustrated, new catalog 


DEPT. 49 


1950 


vw 


of labor in construction. Tubing of 
each row is made of one continuous 
length with no joints; tubing is bent 
to proper shape and inserted into fins 
through slot. Return bends of one 
end are flattened to facilitate this 
operation, then expanded under 3,000 
lbs, hydraulic pressure to fix bond 
between fin and tube and return bend 
to normal size. New method of mulkti- 
circuiting insures full capacity of coil, 
eliminates need of expansion valves 
with external equalizers. Units have 
built-in heat exchanger. Casing is of 
polished aluminum; “U” slots on 





- JECHNIFLEX 


RADIAL FLOW DEHYDRATOR 
contains SOCONY-VACUUM SOVABEAD 


the rough, jagged edges that 
wear off and cause dusting! 
Each pound of SOVABEAD 
produces effective drying area 
of over 2,000,000 square feet... 
NINE TIMES THE SURFACE 
AREA OF THE EMPIRE 
STATE BUILDING! SOVA- 
BEAD is chemically inert; no 
chemical reaction with water. 
oils, metals or any commoniy 
used refrigerant gas. 


Sizes from 4 to 30 cubic inches. 


Low cost axial flow dehydrators with 
Socony Vacuum SOVABEAD 





hanging brackets to make mounting 
easier. All ratings guaranteed. 


Package Air Conditioners « PE-3 


Product: New 8-ton packaged air 
conditioner. 

Manufacturer: Airtemp Div., 
Chrysler Corp., Dayton, Ohio. 

Features: New model has been 
added to present Airtemp line of 2, 
3 and 5 ton units. Incorporates all 
features of smaller models, includ- 
ing radial sealed compressor, cushion 
mounted for quiet operation, and 


“Maxi-Fin” cooling coil, said to offer 
greater heat transfer per pound of 
weight. Takes up only 6.5 sq. ft. of 
floor space when installed. Model 
uses two centrifugal type fans, both 
mounted on sponge rubber to reduce 
vibration. Adjustable sheave motor 
pulleys allow regulation of fan speed. 
Automatic low voltage and overload 
protection built-in. Fans can be 
operated separately for ventilation 
only. Bonderized cabinet of 16 gauge 
sheet steel. Painted in neutral spatter 
enamel. All connections, including 


automatic thermostat, may be con- 


a a8 
ARE USING 


ETER-[JFATIC 


Your prospects are in the habit of 
paying for their supplies daily. 
They would welcome the oppor- 
tunity to buy new refrigeration in 


the same way. 


You can sell these prospects 


safely on the 


ETER- 


ATIC’ 


DAILY SAVINGS PLAN! Ww 


Only METER-MATIC Coin Meters have all of 
these outstanding features: 


@ 24 quarter delinquent payment feature 
@ Up to $300.00 capacity in quarters 

@ 23 quarter prepayment feature 

@ 25 different daily payments 


METER-MATIC Coin Meters are 
precision built-products. 


LOW IN PRICE 
—SIMPLE TO INSTALL 


SEND 
COUPON 
FOR 
FULL 
DETAILS 


Chicago 12, Ill, 
Please send me FREE: 


Company 
Address 
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INTERNATIONAL REGISTER CO. 
2626 W. Washington Bivd. 


ULLY GUARANTEED 


ey Bs. 


C) Meter Catalog 


(0 Meter Plan for Selling Commercial Refrigeration 
(0 Sample Self-Mailer For Mailing to My Prospects 


Name 





sealed within cabinet; optional re- 
mote thermostat may be used if de- 
sired. Heating coil and humidifier 
optional. 


Water Cooler e e e 


e e PE-9 


Product: Explosion-proof water 
coolers. 


Manufacturer: Filtrine Mfg. Co., 
Brooklyn, N. Y. 

Features: New line complies with 
requirements for hazardous locations. 
Capacities range from 10 to 40 gph. 
Stainless steel construction permits 


coolers to stand rigors of industrial 
service. Said to have life expectancy 
of 20 years. Hourly capacities have 
been increased to permit installation 
of several remote outlets if desired. 
Design flexibility makes units adapta- 
ble for installation in exposed loca- 
tions. Designed primarily for the oil 
industry where it is felt their long 
life and larger capacity will recom- 
mend them for wide application. 
Descriptive literature available. 


BUY FROM YOUR 
REFRIGERATION WHOLESALER 
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Cooling Tower ¢ ¢ ¢ @ PE-10 


Product: New line of induced 
draft cooling towers. 

Manufacturer: Bush Mfg. Co., 
West Hartford, Conn. 

Features: New line is offered in 
capacities from 3 to 75 tons. Wetted 
deck surface constructed of 24 gauge 
galvanized iron with zinc chromate 
finish. Generous amount of surface 
provided in all units to facilitate wide 
distribution of water for more effi- 
cient evaporative cooling. Eliminator 
sections in all units are constructed of 
special fiberglass matting with air 
velocities through section designed to 
eliminate entrained water droplets. 
Use of this material eliminates cor- 
rosion and makes cleaning easier. 
Eliminator trays removable through 
access door for inspection. Fan has 
dynamically balanced centrifugal 
wheels for slow speed, quiet opera- 
tion. Made of rust-resistant steel. 
Housing enigneered for efficient wheel 
performance, are rigidly mounted. 
All nozzles have brass and copper 
spray header assembly to insure 
maximum life. 


Room Air Conditioner e PE-11 


Product: New one-ton and %- 
ton room air conditioner units. 


Manufacturer: Frigidaire Div., 
General Motors Corp., Dayton, Ohio. 


Features: Model ARM-100 unit 


is equipped with dual refrigerating 
systems with capacity of 1 ton per 
day, model ARM-50 with % ton 
capacity unit. List price of ARM-100 
is $419.75 f.o.b. Dayton, of ARM-50, 
$292.50. Both are self-contained, re- 
quiring only plug-in to operate. Fit 
all standard double-hung windows. 
Provide cooling, filtering and dehu- 
midification. ARM-100 has _ two 
separate Meter-Miser systems, extends 
only 13” into room. Unit is 2814” 
wide, 31144” deep, 16144” high, in- 
cluding mounting frame. Control 
dial recessed; grille allows air dif- 


WEATHER STRIPPING 


HELPS BANANAS KEEP COOL 
ON UNITED FRUIT SHIPS... 


“no of a constant optimum temperature is vital for the safe 


transport of highly perishable bananas and other tropical fruits. That’s why Inner- 
seal weatherstripping was specified in the special plans drawn for a new class of 
all-refrigerated ships by the United Fruit Company. On the hatch plugs of the 
new SS Metapan, shown below, Inner-seal, with its resilient sponge rubber bead, 
provides an airtight, crevice-filling seal against torrid, equatorial heat. Refrigera- 
tion equipment doesn’t have to work overtime to compensate for costly leaks 
that dissipate the cool air circulated through cargo spaces. In addition, the Inner- 
seal used on these ships has a neoprene coating that resists the ravages of 
sunlight, extreme temperature variations and salt water, thus assuring longer, 
more effective service under the toughest marine conditions. 

Perhaps your problem isn’t keeping bananas cool and calm, but if it 
involves keeping heat or cold, dirt or dampness in or out, you ought to have the 
facts on Inner-seal. Write today for data sheet giving complete information. 


The SS Metapan, one of nine new 
all-refrigerated ships added to the 
Great White Fleet. In addition to 
cargo she can carry 12 passengers 
in first-class accommodations. 


Tough spring steel wire moulded for life in live 
sponge rubber, providing unequaled flexibility 
for fitting sharp corners and compound curves. 


BRIDGEPORT 1, 
Est. 1837 


CONN. 
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fusion to any part of room. Filter 
slips out through bottom of case 
without necessity of raising window. 
Two cooling systems allow selective 
cooling; either one of both units may 
be operated depending upon outside 
conditions. Unit circulates 300 cfm; 
ventilating control admits outside air 
up to 50 cfm. Exterior finish of both 
models is two-tone gray enamel. 
Small unit circulates 200 cfm, draws 
outside air to 35 cfm. 


BUY FROM YOUR 
REFRIGERATION WHOLESALER 


e PE-12 


Product: Cavalier 34 ton room 
air conditioner. 

Sales Agency: J-F Sales Co., 
Houston, Tex. 

Features: Model F 75 has cool- 
ing effect of 8500 Btu per hour. Cir- 
culation of conditioned air 275 cfm 
(ASRE specifications). Refrigera- 
tion system has accessible hermetic 
compressor for servicing. Controls 
mounted on panel within unit; three- 
position damper control for cooling, 
fresh or exhaust air. Finish in ivory 


Room Conditioner e 





* GREATER PRIME SURFACE AREA 


*A KOLD=HOLD DEVELOPMENT 


You get dependable refrigera- 
tion at lower cost when you use 
refrigeration plates with “Ser- 
pentine” design. These light- 
weight plates cool large areas 
quickly yet take up less room 
than conventional designs. 
They have no internal tubing 
or piping so their weight per 
square foot is extremely low, 
and installation is simplified. 
One outer surface of the 
plate is flat and the other is 
embossed to form the channels 
through which the coolant 
flows. This provides direct re- 
frigerant contact and the equiv- 
alent of 100% prime surface. 
The size of the refrigerant pas- 


See your local refrigeration supplier or write us for details 


CONVERSION 


eh ies 


PREFABRICATED 
ht tt) 


KOLD-iioLD 


protects every step of the way 
KOLD-HOLD MANUFACTURING CO., 503 E. Hazel St., Lansing 4, Mich. 


FOR A FASTER 
PULL DOWN 





sage and the smooth contour of 
the return bend reduces pres- 
sure drop to the absolute mini- 
mum. Plates can't possibly be- 
come clogged or oil logged. 

The flat, top surface of Ser- 
pentine Plates adapts itself 
readily to the construction of 
shelves and stands and banks 
to add extra convenience to 
holding and freezing rooms. 
Once installed, they provide a 
lifetime of efficient, dependable 
refrigeration performance. For 
proof .. . just ask anyone who 
uses one of the half million 
Kold-Hold Serpentine Plates in 
use today. 


SERPENTINE 
EVAPORATORS 
HOLD-OVER 
TRUCK PLATES ,_- 
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or brown hammered baked-on enamel. 
Outer cabinet bonderized steel zinc 
chromate primed and finished with 
baked enamel; all internal parts fin- 
ished and protected from weather cor- 
rosion. Equipped with thermostatic 
control, adjustable to individual re- 
quirement. Designed for easy installa- 
tion in any standard double hung 
sash window. No plumbing or drain 
connections needed. Replaceable spun 
glass air filter. 


Milkshake Machine e e PE-13 


Product: “Frigidmixer” machine 
designed to simplify and speed up 
the production of milkshakes and 
malts. 

Manufacturer: Sweden Freezer 
Mfg. Co., Seattle, Wash. 

Features: Heart of the machine is 
a 214-gallon chamber in which liquid 


milkshake mixture is cooled down to 
desired temperature, while whipper 
swells it to proper consistency. Auto- 
matic temperature controls hold pro- 
duct until served. Spigot-type dis- 
pensing front permits rapid serving. 
Cuts food and labor costs, speeds 
service, produces uniform product. 
High sanitation standards. Cleaning 
is simple and requires only few min- 
utes. Whipper assembly comes apart 
without tools. Machine measures 
only 22% inches high, 15 inches 
wide, and 181% inches deep. Suitable 
for installation on counter or back- 
bar. Cooling chamber may be hooked 
up to any 4 or %4-hp Freon con- 
densing unit. Will make 16 large 
milkshakes per filling in only 4 
minutes. 


Water Coolers e « e e PE-14 


Product: Two new models of 
electric water coolers. 
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Manufacturer: Puro Filter Corp. 
of America, New York City. 

Features: First model is bubbler 
type unit with 1 cu. ft. stainless steel 
refrigerated compartment for stor- 
age of beverages and food. Equipped 
with drain for condensation. Bubbler 
top obtainable in vitreous china or 
stainless steel. Glass filler can also 
be supplied. Compartment is fitted 
with lock and two keys. Second new 
model is same as above, except that 
it has bottle type top for locations 
where connection with building water 
line is not possible. Both models 
operate on AC and DC current. A 
larger model in Puro line has refrig- 
erated compartment plus two ice 
cube trays. 


Unit Air Conditioners . . . PE-15 

Product: New line of unit air 
conditioners. 

Manufacturer: Frick Co., Way- 
nesboro, Pa. 

Features: First model introduced 
in 5 hp unit, Model 520. Has Rexton 
“Hammermatic” finish of mottled 
blue-gray color. Smooth surface can 
be refinished to match interiors if 
desired. Sides are 16- gauge steel, 
double-flanged at edges for stiffness, 
and 14-gauge frame members. Front 
panels removable; interior walls have 
14” insulation. Side and back panels 
arranged for admitting fresh air 
or connecting to duct work. Main 
duct has adjustable louvers for con- 
trol of air stream. Top section re- 
movable, contains plenum chamber. 
Blower-type fan with double inlets, 
suited to use with ducts. Maximum 
fan capacity exceeds 2000 cfm. Space 
for heating coils to be added between 
fan and cooling coils. Re-usable air 
filter. Compressor-motor unit is field 
serviceable. Cooling water jackets on 
both sides of motor windings; also re- 
move compressor heat. Unit is spring- 
mounted. Condenser shell is insulated. 
Electric controls mounted on panel 
behind small access door. Unit is 42” 
wide, 27144” deep, 8614” high (ap- 


prox). 


Air Handling Unit .. . . PE-16 

Product: New line of air handling 
units (Types AH and AV) intended 
primarily for remote installation in 
central plant type air conditioning 
systems. 

Manufacturer: Sturtevant Div., 
Westinghouse Electric Corp., Hyde 


Park, Mass. from 1650 to 14,060 cfm at 500 fpm 

Features: These units can also be coil face velocity when direct expan- 

sion coils are used and up to 18,000 

cfm when water coils are used. All 

coils utilize continuous plate fin con- 

struction. Of standardized design 

and construction, each unit consists 

of a fan section with two backwardly 

inclined blade fan wheels mounted 

on a common shaft, and a coil section 

with drain pan for cooling and heat- 

ing coils, depending upon the re- 

quirements. Filter sections, face and 

used for commercial and industrial by-pass dampers, and other acces- 
heating and ventilating. Sizes range sories are available. 











NOW the excellent 


Electrimatic 


valve line is being 
made still better 


In plain terms the recent acquisition of 

the Electrimatic valve line by Jas. P. 

Marsh Corp. means that the finest of 

hes aula cagelatc Mca refrigeration controls are being made 
: still better. 


All of these well designed, well engi- 
neered controls are now being manufac- 
tured throughout in the new Marsh plant. 
As a result, the advanced design and en- 
gineering of the Electrimatic line is being 
given the advantage of greater precision 
in a plant that is manned and tooled 

pilot operated for manufacturing equipment of the 
regulator Electrimatic type. 
: esas 
ee A few of the Marsh-built Electrimatic 
controls are illustrated here. Note the 
popular Type WP condenser water regu- 
lator — a direct-acting piston type regu- 
lator for Freon, sulphur, and methyl. 
designed to operate smoothly without 
chattering. For heavier duty service there 
is the pilot operated Type WK regulator, 
at | See 
regulator for 
service requiring extremely large capacity. 


capacity. Sizes 2%, 218", 3" 4 | Write us or see your Jobber 


THe Electrimatic company 


Sales affiliate of 


ins. P. MARSH conrorarion 


Dept. P. Skokie, Ill. 


Type SL packless solenoid stop The Pioadte Seite Electrimatic line also includes water 
- regulators for ammonia service; temperature 
valve. Wide range of sizes. oueien throttling valves; temperature actuated flow 
control valves; packless solenoid valves and other 
related controls, Ask for complete catalog. 
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ABY’S milk will be kept just 

as cool as the drinking water 

for his parents in the new Pullman 

cars being used on the Union Pa- 
cific lines. 

This will be accomplished 
through installation of 50 combi- 
nation water coolers produced by 
Sumroc Co. Each of these coolers, 
in addition to supplying cool, re- 
freshing water for Pullman pas- 
sengers, incorporates a generous 
refrigerated compartment for the 
safe storage of babies’ formulas 
while the train is enroute. 


ABOUT People 


J. P. Bowen, southeastern repre- 
sentative for Superior Valve & Fit- 
tings Co., died suddenly at his home 
in Atlanta on March 11. He had been 


. distinctively OLA “py 
CT MLN ip CTL 


NOUR C UL EL: 


iy) 
GU eee 
Manufacturers of... 


REACH-IN CABINETS 

BACK BARS 

DISPLAY CASES 

DRAFT BEER EQUIPMENT 
BOTTLED BEVERAGE COOLERS 
STOKERS 

MILK COOLERS 

FLORIST BOXES 


COIN-OPERATED REFRIGERATED 
DISPENSING MACHINES © 


LOW TEMPERATURE HORIZONTAL OR 
VERTICAL CABINETS 


ES MANY OTHER TYPES OF REFRIGER- 


ATING EQUIPMENT 


ASK YOUR JOBBER FOR INFORMATION AND PRICES 


59-8143 
59-8128 59-209 


59-8426 59-5825 


N. NATIONAL LOCK COMPANY 


Rockford, Illinois 
Refrigerator 


ar 


ae Hardware Division 





connected with the company for sev- 
eral years during which time he 
handled sales of all refrigeration 
items in the southeast. 


2 
F. E. “Jerry” Jernberg has been 


appointed a district manager for 
Copeland Refrig- 
eration Corp., 
contacting manu- 
facturers and 
wholesalers in 
Minnesota, Wis- 
consin, Iowa, Ne- 
braska,and 
North and South 
Dakota. 
Jernberg has 
23 years of uninterrupted experience 
in the refrigeration industry and is 
familiar with all phases of the busi- 
ness. Starting as service manager of 
Zerozone in 1927, Jernberg later be- 
came manager of the refrigeration 
division of Mills Industries, and for 
the past several years was vice presi- 
dent of Minneapolis Showcase & Fix- 
ture Co. 


Appointment of Ted Nemes as 

assistant sales manager, Unit Air 

Conditioner Div., 

Fedders - Quigan 

Corp., has been 

announced by 

Frank A. Mitch- 

ell, sales manag- 

er. Prior to his 

new appointment, 

Nemes was south- 

eastern regional 

manager for the 

division. In his new position, Nemes 

will direct the merchandising activi- 

ties of the division, and will assist 

Fedders distributors in the promotion 
of room air conditioners. 


T. R. Eberwine has been ap- 
pointed district representative for 
Temprite Products Corp., covering 
Ohio and the western half of Pennsyl- 
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vania. Eberwine formerly was with 
Ramsey-Bennett Co., Cleveland, dis- 
tributor of G-E commercial equip- 
ment. He will have headquarters at 
974 Greyton Rd., Cleveland Heights, 
Ohio 

e 


A. Gordon Wootton has been ap- 
pointed district sales manager for 
Warren Co., Inc., 

w ith headquar- 

ters in Washing- 

ton, D. C. In ad- 

dition to direct- 

ing sales in the 

Baltimore - hes 


ington area, 


Machine 
McQuay. 


Co., a subsidiary of 


Victor Products Corp. has appoint- 
ed Richard H. Shinnick of Wol- 
laston, Mass., as New England district 
sales manager. Shinnick until recently 
was New England sales manager for 
Norge. 


Arthur J. Brennan, works man- 
ager of Perfex Corp., has been elected 
a vice president of the company. 


Appointment of Carl L. Olin as 
manufacturer representative for Ser- 
vel electric re- 

frigeration prod- 

ucts in the West 

Coast territory 

has been an- 

nounced by O. J. 

Dail, general 

manager of the 

Electric Refriger- 

ation Division of 

Servel, Inc. Olin 

has been associated with the Servel 


organization in various sales and 


| 

will follow poten- “ 

tial government | 

business for the | 

company. Wootton, a veteran of the | 
commercial refrigeration field, for- 


The only product that can say this... 


REACHES ano DESTROYS 


merly was with Seeger Refrigerator | 


Co., and during the war was with the 
War Production Board. 


& 
David T. Morgenthaler has been 


appointed sales manager of Delavan 
Mfg. Co., Des 
Moines, Lowa, 
manufacturers of 
refrigeration 
compressor re- 
placement parts. 
Morgenthaler has 
b oth bachelor’s 
and master’s de- 
grees in mechani- 
cal engineering 
from Massachusetts Institute of Tech- 
nology. He was formerly with 
Northern Equipment Co., Erie, Pa. 
Morgenthaler will begin work im- 
mediately on the development and 
further expansion of Delavan’s line 
of compressor replacement parts. 


® 
F. L. Van Winkle was recently 


appointed as a district factory repre- 
. sentative for Mc- 

Quay, Inc. He 

will handle the 

company’s com- 

plete line of low- 

side commercial 

refrigeration 

products in Wash- 

ington, Oregon 

and the northern 

part of Idaho, 

with headquarters at 6417 Fairlawn 
Drive, Tacoma 9, Wash. He will also 
represent American Automatic Ice 





MOI STUR or 


EXPAN SION 
VALVES 


Why does Thawzone usually work 
even when other methods failP One 
reason is that no matter where the 
moisture is, Thawzone finds it. Thaw- 
zone is a liquid that travels everywhere 
moisture can go. Even moisture 
trapped in the expansion valve, on the 
tubing walls, in the receiver, highside 
or lowside is reached by Thawzone. 


An Eliminator Instead 
Of a Holder 


Moisture that comes in contact with 
Thawzone is gone for good. It cannot 
return because it’s no longer water. 
Regardless of how hot or cold the unit 
gets, it is impossible for that moisture 
to re-form or break loose. This means 
fewer callbacks. 
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Reaches the Entire Unit 
in 2 Minutes! 


Thawzone contacts all the refriger- 
ant quickly. Saves your time. Use 
Thawzone in “Freons”, methyl chlo- 
ride, methylene chloride, “Carrene” 
or isobutane. Use | teaspoonful (14 
oz.) per pound of refrigerant. Use 
half as much in hermetic units. Your 
wholesaler has Thawzone. Highside 
Chemicals Co., Clifton, N. J. 


THAWZONE: 


The Only Product That 
Destroys Water.. 
and Reaches All of it 





service capacities since 1926. In re- 
cent years he has served as western 
manager, with headquarters in Los 
Angeles. In his new agency operation, 
Olin will supervise sales and service 
activities for Servel in the west coast 
area. His office and warehouse ad- 
dress will be 431 Colyton St., Los 
Angeles. 


* 
F. C. Shafer, for the past 12 


years vice president of the Imperial 
Brass Mfg. Co., and associated with 
the company for the past 24 years, 





RECOLD 


Water Defrost 
Coils 


FOR EVERY LOW 
TEMPERATURE 
APPLICATION! 


has been elected president and chair- 
man of the board of directors of the 
company. C. H. Benson and Frank 
MeNellis, Jr., have been named vice 
presidents. Benson is sales manager 
of distributor sales, and McNellis is 
sales manager of the refrigeration 
division. 


Sherer-Gillett Co. has announced 
the appointment of Charles A. 
Waterman as zone sales manager 
for the state of Illinois and southern 
Wisconsin. Waterman recently re- 


One of many 
installations 
for 
Weingarten’s 
Stores, 
Houston, 
Texas. 


Recold Water Defrost coils provide the 
most positive, simple, and by far the most 
economical method of defrosting that has 
ever been introduced. Defrosting can be 
done in five minutes with absolutely no 
product warm-up. This equipment is de- 
pendable for temperatures as low as 
minus 40°. 


The Recold line includes equipment for 
every commercial refrigeration and air 
conditioning application. The “Dri-Fan’ 
principle in evaporative condensers and 
cooling towers is another Recold develop- 


ment. 


RECOLD “DRI-FAN” 
Condensers 
and Cooling Towers. 


CHUGLIGLGH ENGINEERING, 


; 


 - 7250 East Slauson Avenue | 
er 3 3 A 7 


Write today for complete information 


about Recold equipment. 


Ls 


Los Angeles 22, California 


| the 





signed as district sales manager of 
Wilson Refrigeration, Inc., to join 
the Sherer organization. He will 
make his headquarters in Chicago. 


A. G. Zumbrun has been elected 
president of Brunner Mfg. Co. follow- 
ing the resigna- 
tion of G. L. 

Brunner, Jr., 

from that post. 

Zumbrun _ has 

been chairman of 

the board and ex- 

ecutive vice presi- 

dent. He joined 

Brunner as an 

auditor in 1925 

and was elected treasurer in 1933, a 
position he still holds. He became 
vice president and general manager 
in 1946 and chairman of the board 
and executive vice president in 1947, 
upon the retirement of G. L. Brunner, 
Sr. 

G. L. Brunner, Jr. resigned to de- 
vote his full time to the management 
of Brunner Corp. (Canada) Ltd., of 
which he acquired control at his 
father’s death last October. 


The refrigeration sales department 
of Virginia Smelting Co. announces 
the appointment 
of S. C. Soneson 
as district sales 
representative, 
covering the 
states of Illinois 


| and Wisconsin. 


Soneson joined 
“Virginia” 
organization in 
1946. He has a 
diversified background in practical 
refrigeration and engineering, having 
held key positions with such firms as 
Milton Ice Co., Milton, Massachu- 
setts; W. Warren Cummings & Asso- 
ciates, Boston; The Curtis Wright 
Corp. and Glenn L. Martin Co. Sone- 
son will have charge of the company’s 
Chicago offices, 1545 South State St. 


Carl R. Peterson, with head- 
quarters at 19 Lee Road, Sharon, 
Mass. has been appointed to repre- 
sent Eston Chemicals, Inc. on refrig- 
erants in Massachusetts, Maine, New 
Hampshire, Connecticut, Vermont 
and Rhode Island. He formerly was 
connected with A. E. Borden Co. 


MAY, 1950 « COMMERCIAL REFRIGERATION 





What Lies Ahead? 


(Conttinued from March issue) 


E VERYONE wants to expand when 

business is good. It may appear 
foolish or unreasonably conservative 
to think of taking out of circulation 
capital which can be used for expan- 
sion and growth. But—can you call 
the turn of business conditions? 

If you can prophesy such changes 
in advance you do not need to with- 
draw your capital when times are 
booming. If, on the other hand, you 
cannot definitely see into the future, 


it will pay you to start setting your | 


house in order by placing some capi- 


tal in reserve for future emergencies | 


or changing downward trends in busi- 
ness activities. 

This should be the first and most 
important step to take to safeguard 
the future of your business. However, 


the other steps outlined earlier in | 
this article are also very important, | 
and efforts to develop these steps | | 
should be undertaken along with | | 


building up the capital reserve. 


A business without a capital re- | 


serve can quickly become vulnerable 


when conditions start to deteriorate. | 


At such times important obligations 
must be met. Funds for many phases 
of operation are needed but usually 
become a problem to secure unless 


merchandise or excess inventory in 
relations to sales. 

Watch your existing obligations 
and strengthen your position regard- 
ing the handling of these obligations 
in the future. Do not over-extend your 
future obligations. Just don’t gamble 
too much on the assumption that 
things are going to be wonderful for- 
ever. 

Make a real drive to get accounts 
receivable on a sound, safe basis. 
Clean up bad accounts and begin 
watching your step against adding 
future bad accounts. 


Get after past due accounts prompt- 
ly and firmly. Cut off credit quickly 
when an account starts going stale. 
Let someone else hold the bag. 

Check over long term leases and 
other commitments. Improve any of 
these obligations one way or another 
as the opportunity presents itself. 
Play the game safe while you are 
playing it well. 

You can’t go wrong by setting up 
a strong business structure on a 
strong foundation. It may some day 
be the means of keeping your busi- 
ness in existence. 


ROTARY SEAL 
REPLACEMENT Lae 


MORE THAN 
900 
MODELS 


| 9 





BAKER « 
COPELAND -« 


UNIT 
NO. 3400 


AT All 
LEADING 
JOBBERS 


are available in a complete range of sizes—in- 
cluding the larger models for use in Commercial 
and Semi-Commercial Compressors, such as: 

BRUNNER + CARRIER + CURTIS « 
FRIGIDAIRE « 
GENERAL ELECTRIC « 
UNIVERSAL COOLER «+ 


and others 


KELVINATOR « 
MILLS « PAR * 
WESTINGHOUSE 


mechanical 


plans for meeting such conditions | | 


have been made in advance. 


When cash becomes tight your | 


credit position with your bank and | 


with your suppliers becomes jeopar- 
dized. One difficult situation rapidly 
follows another. The whole business 
viewpoint and psychology changes. 


The logical way to start building a | 


cash reserve, without seriously re- 
stricting the expansion program you 
wish to follow during a flourishing 
market, is to reclaim your existing 
capital by greater efficiency in your 
operation. Get your inventory on a 
fast turn-over basis. Don’t keep capi- 
tal tied up in costly, slow-moving 


| “Seal with 


CANADIAN AGENT: 
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Certainty!” 


jrotating 


shafts 


2020 NORTH LARRABEE STREET 
CHICAGO 14, ILLINOIS, U.S.A. 


2025 ADDINGTON AVENUE 
MONTREAL 28, QUEBEC, CANADA 





SEATTLE RSES GROUP 
HOLDS CONFERENCE 

The western international associ- 
ation of RSES held its first annual 
education conference at the New 
Washington Hotel, Seattle, on April 
21 to 23. Lectures covered new de- 
velopments in refrigeration, and a 
model shop was displayed for the 
benefit of those attending. Social 
program included a dinner-dance on 
April 22. Kel Dawson, Olympia, 
Wash., is association president; Bert 
Powers, Tacoma, is vice president; 


Vern D. Dyer, Seattle, secretary- 
treasurer; and David Pobst, Seattle, 
educational chairman. 


UNITED REFRIGERATION 
OPENS NEW BUILDING 

United Refrigeration Co., San An- 
tonio refrigeration parts wholesaler, 
celebrated the formal opening of its 
new building at 202 Martinze St., 
across the street from its former 
location, with an “open house” and 
combination twelfth anniversary 
party on April 8. 





MODEL H-1 


HALIDE REFRIGERANT 
GAS LEAK DETECTOR 


Find leaks involving all chlorinated hydrocarbon 
refrigerants quickly and accurately with Turner’s 


highly-sensitive Model H-1 Halide Detector. 


This 


blowtorch-type burner employs a simple chemical 
principle... flame becomes green whenever gas is 
present in the area surrounding a defective cooling 
unit. Designed and constructed throughout for long, 


dependable service. 


Has a flexible exploring tube 


for easy probing in “hard-to-get-at” places; holds 
one pint of alcohol fuel; measures 8” from handle 
to tip of burner x 744” high x 444%" wide; can also 


be used as a blowtorch. 


Get details, too, on our Model H-20 Self-Pressure 
Gas Leak Detector. A quality tool at a moderate cost. 


Made by the manufacturers of nationally-known 
Turner Blow Torches and Fire Pots 


THE TURNER BRASS WORKS 
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Working models and displays of 
many of the lines handled by the com- 
pany were on display, handled by 
factory representatives who were on 
hand for the occasion. Dealer, con- 
tractor, and service company custom- 
ers of United Refrigeration were 
guests. Refreshments were served. 


HENRY DICK COMPANY 
OPENS NEW “HOME” 


Henry V. Dick Co., refrigeration 
parts wholesaler, has moved its 
Charlotte store and executive offices 
to a new “home” at 1423 South Tryon 
St., Charlotte, N. C. The move was 
actually made on March 13, and an 
“open house” for customers and 
friends celebrated it on March 17 and 
18. 

C. W. Eskridge is president of the 
company, which has branch offices in 
Raleigh, N. C., and Columbia and 
Greenville, S. C. 


CALIF. REFRIGERATOR 
OPENS FRESNO STORE 


California Refrigerator Co., parts 
wholesaler, staged a “grand opening” 
on April 1 of its newest branch store, 
located at 1105 Belmont Ave., Fresno, 
Calif. Customers and their families 
and friends were guests. O. M. “Red” 
Butler is manager of the new store, 
and F. R. “Dick” Elrod, assistant 
manager. Gerald S. Robinson is presi- 
dent of the company, which has its 
headquarters in San Francisco. 


BOONE OFFICE MOVED 


Geo. I. Boone & Son, eastern repre- 
sentatives of Tecumseh Products Co. 
and Cutler-Hammer, Inc. refriger- 
ation controls are moving their sales 
offices on April 1, 1950, from 1775 
Broadway, New York City, to larger 
quarters at 17 Maple Drive, White- 
hall Building, Great Neck, L. I., N. Y. 


ANSUL SALES MEETING 


Fifteen district sales managers and 
executives of Ansul Chemical Co. 
attended the company’s one-day sales 
meeting in Chicago recently. 


IN NEW LOCATION 


Main office of Renco Refrigeration 
& Equipment Co. has been moved to 
578 Maccabees Building, Detroit. The 
company maintains warehouses in 
Detroit and Oak Park, Mich. 
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or Hard-to-Start Jobs 


Requiring Low Sturtien Gubtent 


SPECIFY 


TYPE RS* 


MOTORS 


* Single Phase, Repulsion Start, Induction, 
Brush Lifting Motors 


COaE SERVICE 


Is Near Any CENTURY Motor 
Driven Equipment 


Satisfactory performance of 
CENTURY products is assured 
by more than 200 CENTURY 
Authorized Service Stations 
supervised by 28 CENTURY 
Sales Offices. 


1, Facilities for immediate ex- 
change of most CENTURY 
standard ratings of standard 
construction are available at 
CENTURY Authorized Service 
Stations. 


~ CENTURY Authorized Service 
Stations are qualified and 
equipped to service and re- 
poir any piece of CENTURY 
apparatus. 


Genuine CENTURY renewal 
parts are available at CEN- 
TURY Service Stations, CEN- 
TURY Parts Distributors and 
at the factory in St. Louis. 





s 

Y on will find that these rugged, 
dependable motors meet the starting, 
accelerating and running character- 
istics of such equipment as refrigera- 
tion compressors, air compressors, 
stokers, reciprocating pumps, and 
other hard-to-start loads. 


For more than 47 years, Century 
Type RS motors have given satisfac- 
tory service throughout the world. 
They are available in sizes from % 
to 20 horsepower, in drip proof and 
splash proof frames. 


In addition, Century builds electric 
motors in a wide range of types and 
kinds—in sizes from 1/6 to 400 horse- 
power for operation on single and 
polyphase and direct current. Specify 
Century motors for all your electric 
power requirements. 


ALTERNATING CURRENT MOTORS 
POLYPHASE 
Squirrel Cage Induction — 1/6 to 400 H.P 
Wound Rotor Motors—1 to 400 H.P. 
Synchronous Motors—20 to 250 H.P. 


SINGLE PHASE 


Split Phase Induction—1/6, 1/4, 1/3 H.-P. 

Capacitor—1/6 to 20 H.P. 

Repulsion Start, Brush Lifting, Induction— 
1/2 to 20 H.P. 


DIRECT CURRENT MOTORS 
1/6 to 300 H.P. 


GENERATORS 


AC, .63 to 250 KVA 
DC, .75 to 200 KW 


GEAR MOTORS 
1/8 to 1-1/2 H.P. 


MOTOR GENERATOR SETS 
AC to DC, AC to AC 
DC to DC, DC to AC 


Open Protected, Splash Proof, Totally Enclosed 
Fan Cooled, Explosion Proof. 


Ball Bearing motors are factory lubricated for sev- 
eral years’ normal service. Bearing housing con- 
struction permits easy re-lubrication when unusual 
service demands it. 


CENTURY ELECTRIC COMPANY 
1806 Pine St., St. Louis 3, Missouri 
Offices and Stock Points in Principal Cities 
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WATER COOLER SALES ... 
Continued from page 31 


cooler. Here you have only one al- 
ternative. You must sell the prospect 
on the merits of your water cooler as 
opposed to any other. 

Or, if you feel that his present 
equipment is inadequate for his 
needs, you can try to sell this type of 
prospect on the idea of letting you 
make a complete survey of his water 
cooling requirements, in the hope of 
selling him an additional unit or two. 





Plant surveys of this type often can 
prove to be an extremely effective 
sales tool. They should, of course, be 
attempted only with the complete per- 
mission and understanding of the 
plant management. Preferably they 
should be made while the plant is 
open, so that an accurate and repre- 
sentative picture of normal operating 
conditions can be obtained. 

In making such a survey, here are 
some points to take into consider- 
ation: 

1. Check the amount and condition 
of existing equipment. 


Who's that guy 
with his hand 
in your pocket? 


Whoever he is, we’ve got a plan to get his 
hand out ... and keep it out! 

It’s the usAIRco DIRECT-TO- 
DEALER FRANCHISE for the entire 
usAIRco packaged refrigerated air condi- 
tioners and evaporative coolers. 

With this new plan of ours you quit 
dividing the profits with distributors. You 
quit straining to meet arbitrary quotas. 
You buy only what you want and need. 
And you quit fretting about repair and 
service charges that eat up profits . . . be- 
cause USAIRco units are protected by a 5 
year warranty that pays these charges! 

You Run Your Business Your Way! 
If you like the sound of that, read below a 
little more of what the usAIRco DIRECT- 
TO-DEALER FRANCHISE can mean to 
ou . . . then write on your business letter- 
ead to the address below for the book 
that tells you the whole story. 


HERE’S WHAT YOU WANT...HERE’S WHAT WE DELIVER 


1. More Profits. All the profit is yours. By 
dealing direct with the manufacturers you 
eliminate distributors and middlemen of 
any kind. 


2. Business Security. You run your business 
your way. You have no arbitrary quotas 
to meet. 


3. Freedom-to-Buy. You’re never urged or 
pressured to carry more inventory than 
you need to handle your volume. 


4. Accepted Products. You sell the products 
of a company that’s pioneered nearly 
every major advance in air conditioning 
design. 


5. Strong Warranties. All usAIRco store 
and room units of 5 tons or less are pro- 


Write on your letterhead 


tected by a five year warranty that guar- 
antees replacement and installation of 
faulty compressor parts at absolutely no 
cost to you or to your customer. 


6. Practical Sales Help. You'll get advertis- 
ing cooperation and direct personal selling 
help from your field representatives. 


7. Engineering Counsel. The whole usAIRco 
application engineering staff is ready to 
help you on any sort of air conditioning 
installation. 


8. Financing Assistance. Through a large 
national financing company, usAIRco 
can arrange financing plans for install- 
ment purchases, You are protected against 
credit losses. 


UNITED STATES AIR CONDITIONING CORPORATION 
3373 Como Avenue S. E., Minneapolis 14, Minn. 
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2. Check the number of people 
working in each unit or department of 
the plant. 


3. Be sure to take into consider- 
ation the problem of “floating person- 
nel”, especially at points near rest- 
rooms or lavatories where traffic al- 
ways is especially heavy, so that 
coolers in those locations will be of 
adequate capacity to handle this 
added burden. ‘ 


4. Check temperature in each of 
the areas in which a water cooler 
should be located. Be sure to plan for 
water cooled units in areas where 
there is any appreciable heat load, 
restricting the use of all cooled units 
to points where more normal tem- 
peratures exist. 


5. Plan cooler locations carefully 
so as to require a minimum amount 
of walking by the majority of em- 
ployes. Employers have found from 
experience that a long walk to the 


water cooler gives workers just that 
| 


much more excuse to be away from 


| their jobs. This costs the company 


plenty of good hard cash in terms of 
productive time lost. 


6. Departments involving special- 
ized operations such as grinding or 
the use of acids, or in which explo- 


| sive atmosphere might be generated, 


should be especially noted, as these 
may require specific types of units. 


7. Check for electrical, drain and 
water outlets. Usually proper drain 
facilities are the most difficult to pro- 
vide. 


8. Don’t forget the offices. White 
collar workers get thirsty too. 


9. Determine type and capacity of 
cooler required for each location. 
Don’t forget that in figuring the 
capacity of bubbler type coolers ap- 
proximately 60% of the total water 
used must be counted as wastage. 
Glass filler attachments sometimes are 
desirable for office or cafeteria loca- 
tions. In general, use bottle coolers 
only in departments which may be 
remotely located in relation to the 
rest of the plant and have no water 
supply of their own. 


When the survey is completed, the 
results should be presented to the 
management in written form, along 
with a layout of the plant indicating 
the recommended location of each 
cooler. Such layouts often are avail- 
able from the plant’s engineering de- 
partment, but if not, prepare a sketch 
of your own as you make your survey. 
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Cefrigerator 


SALES NEWS 


RESTAURANT SHOW TO 
DRAW EQUIPMENT DEALERS 
More than 20,000 restaurant op- 
erators, equipment and food dealers, 
and manufacturers are expected to 
attend the 31st annual National Res- 
taurant Convention and Exposition to 
be held at the Navy Pier, Chicago, 
May 23 to 26. The event is spon- 


field, N. J.; Refrigerating Equipment 
& Supply Co., Ltd., San Bernardino, 
Calif.; Silver-Stahl Corp., San Fran- 
cisco; H. Weinstein Co., Newark, N. 
J.; Hussmann Refrigeration, Inc., 


Oklahoma City; S. & S. Refrigeration 
Co., Jersey City, N. J. 


REPORT COVERS METHODS 
OF PAYING SALESMEN 

A report covering four different 
methods of compensation for sales- 
men being used by members of the 
National Commercial Refrigerator 
Sales Association has just been re- 
leased. The report gives details of 
compensation plans of individual 
companies based on commission, 
salary and commission or bonus, 


straight salary, and profit sharing. 





aon 


sored by the National Restaurant | 


Association. 


Equipment and materials will be | 
featured in 620 booths at the show. | 


An innovation this year will be 
“Dealer’s Day”, a day set aside ex- 
clusively for equipment and food 
dealers so they may visit the show and 
confer with the manufacturers they 
represent. This will be from noon to 
6 p.m. on Monday, May 22, the day 
before the show officially opens for 
restaurant operators. 

A daily feature of the four-day 


KOCH 


MODEL 110 


convention will be “shop talk” ses- | 


sions running 11% hours on the basic 


subjects of “Cost Controls,” “Person- | 


nel Training,” “Employee Relation- 
ships,” and “Business Building.” 
1949 OPERATING COSTS 
SUBJECT OF NCRSA STUDY 

A detailed investigation of the 
operating expenses of distributors of 
commercial refrigeration equipment 
during 1949 is being conducted by 
the National Commercial Refriger- 
ation Sales Association. 

This will be an annual survey to 
provide members with a means of 
comparing their costs with others 
and to determine where curtailments 
might be in order. The survey is be- 
ing made in place of a similar one 
conducted for the years 1945 and 
1947 by the Commercial Refrigerator 
Manufacturers Association through 
Dun & Bradstreet. 


SIX MORE COMPANIES 
AFFILIATE WITH NCRSA 

Six more companies have joined 
the National Commercial Refrigerator 
Sales Association: 

Pastor Refrigeration Co., Plain- 


insulation . 





steady 38 degrees... 
of 90 per cent. No moving parts. . 


COMPARE! Welded, all-steel construction .. 


Compare this display case feature by feature . . 
for yourself why the choice is KOCH wherever cold is 
sold. Get the facts on the complete KOCH line today. 


There’s more to this striking display case than meets the 
eye. For in addition to good looks, it offers unmatched 
economy, durability, and performance. The thrifty Miraflex 
Cooling Unit (a KOCH exclusive) keeps temperature at a 
maintains a relative humidity 


. automatic defrosting. 
. full 4-in. 


. . hermetically. sealed, triple plate glass 
front . . . K-Beam fluorescent lighting . . . 
exterior and display compartment . . . stainless steel 
storage lining . . . hard rubber sliding service doors. 


Made in double duty models 6, 8, 10, and 12 feet long 
for remote installation of the condensing unit, and in a 
6-ft. long (plus compressor housing) self-contained model. 


all porcelain 


. and see 


SINCE 188344241014: VEU) & 98 NORTH KANSAS CITY 16, MO. 
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When Texaco Capella Oil 
goes into a refrigerating or air conditioning 


compressor, better operation results, cus- 
tomer satisfaction is assured. This builds 
business right up the line . . . for service 
engineer, dealer and distributor. 

Texaco Capella Oils do more for you and 
your customers because they are refined 
especially for compressor lubrication. They 
are highly stable . . . moisture-free . . . do 
not react with refrigerants. They have very 


low pour tests, very high resistance to car- 


bon, gum and sludge formations. 

There is a complete line of Texaco Capella 
Oils . . . a suitable viscosity for every type 
and size of compressor. They come in sealed 
containers . . . l-quart, 1-gallon and 
5-gallon sizes. 

Texaco Capella Oils are approved by 
leading compressor manufacturers. You'll 
do more, more profitable business with 
these superior oils. 

The Texas Company, 135 East 42nd St., 
New York 17, N. Y. 


} TEXACO. Cap ella Oils, 


FOR ALL AIR CONDITIONING AND Po. EQUIPMENT 


onan sana 


ssa teeta en ition ses So Saas Soeeenapantindeaasubate’ 


Py 


TUNE IN... TEXACO STAR THEATER serting MILTON BERLE o on salevislon every oat ale. - newspaper far time and station. 
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zero storage, and chill room so that a 
smaller compressor than a 3-hp unit 
could be used? If so, how would you 
divide it? I am interested in economy 
of operation also. 

What t.d. would you use in blower 
coils for each section. Would you sug- 
gest using more than one compressor 
unit? 


SOLUTION 


T would be our suggestion that 
one center partition be used 
across the width of the cooler, provid- 
ing two compartments each approxi- 
mately 6 x 3% feet. The partition 
could be moved a little forward or 


TS Practical Refrigeration Applications Manual extends a helping 
hand to those refrigeration and air conditioning men who occasionally 
encounter field engineering problems too tough for them to handle. Space 
limitations make it impossible to give complete detailed information cov- 
ering each step necessary for the installation or erection of refrigeration 
equipment, insulation or fixtures. It is necessary to assume that those 
readers who request assistance with their problems are familiar with these 
basic fundamentals. If they are not, it is suggested that they seek this 
advice from their sources of supply when purchasing the materials which 
they intend to use on the job. Most suppliers are equipped to furnish such 
information. Readers are urged to submit their problems to this depart- 
ment. Each letter of inquiry will be answered personally by the author. 
The most interesting ones will be published in these columns. All problems 
should be clearly and completely stated and addressed to: COMMERCIAL 
REFRIGERATION AND AIR CONDITIONING, Manual Dept., 1240 
Ontario St., Cleveland 13, Ohio. 


back if desired. However, 6 x 3% feet 
is not a large floor space and could 
not be decreased much if room is to 
be made available to walk around in- 
side the cooler. 

It would be our recommendation to 
use the back compartment for freez- 
ing and storage of frozen products, 
the front compartment for fresh food 
cooling or chilling. 

The partition should have at least 
4 inches of insulation, with a refriger- 
ation-type insulated door. 

We would suggest that you use two 
condensing units, one for each section 
of the cooler. By using two units, a 
%-hp air cooled unit with a forced 


aaa 


WANT to build home walk-in 
I coolers and freezers in new 
houses under construction, and want 
chill room in front and freezer room 
in rear. Size OD is 10 x 8 x 9 feet, ID 
is 8 x 6 x 7 feet and basement temper- 
ature is 75 F. I want the unit capable 
of pulling down to —25 F, chill room 
to be at 34 F. Insulation will be 12 
inches of mineral fibres. 

Here is the way I figure the heat 
leakage: 

484 (sq. ft.) x .24 (K) x 95 t.d. = 
12 

988 Btu per hour for the box, figuring 

the whole box at —25 F, which will be 

only on occasion. 

Maximum freezing load will be 200 
pounds of lean meat at any one time, 
with the room then warming up to 
hold at OF. I want a 3-hour freezing 
period. This gives me: 

200 x .77x50 = 7,700 Btu to cool 

200x100 = 20,000 Btu to 
freeze 

200x .4x25 = 2,000 Btu to 
freeze to —25 F 

This adds up to 29,700 Btu for the 
product load. Adding the 988 Btu 
heat leakage gives a total of 30,688 
Btu. 

Would you divide this box up into 
three compartments for fast freeze, 
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FREEZER PLATE 
SNELVES 
22 oe x Bo oe 


FREEZER ANDO 
FROZEN FOOD STORAGE 
« “x 3 ‘é oe 
-25° 700% 


S"SMSULATION 
6G" PARTITION 


42"INSULATION 
444 OUT S/IOE WALLS 


C4/LING E FLOOR 


FRESH FOOD STORACE 
S "*F “e*° 


6" 2008 





FOR MAXIMUM 
EFFICIENCY 
USE 
CHICAGO SEALS AND 
VALVE PLATES 


CAFR) 
BALANCE) 


ree 
Pwooten cesien | 


CHICAGO 
SEAL CO. 


332 S. HOYNE AVE. 
CHICAGO 12, ILL. 





draft coil should take care of the 
front compartment nicely. We esti- 
mate this load at approximately 4800 
Btu per hour on a maximum 18-hour 
operation at 34 F. The blower unit 
should have a capacity of approxi- 
mately 340 Btu per 1 degree t.d., or 
4800 Btu per 14 degree t.d. For room 
temperature of 34 F, refrigerant tem- 
perature should be 20 F. 


The problem in the freezing room 
is more difficult to manage. We be- 
lieve your desire to provide a temper- 
ature of —25 F and to freeze 200 
pounds lean meat in 3 hours imposes 
a much larger load and equipment 
capacity than the benefits from this 
efficiency would justify from a prac- 
tical point of view. 

In our opinion it would represent a 
maximum load of approximately 
11,000 Btu for at least a 6-hour 
period perhaps for 12 hours. With a 


| low temperature of —25 F room tem- 


perature, plus freezing load, a con- 
densing unit with approximately this 
11,000 Btu per hour capacity, oper- 


| ation at a —40 F refrigerant temper- 


ature, would be required. These re- 
quirements run pretty high, and for 
this capacity at least a 5 hp water- 


| cooled machine would be needed. 


If you freeze over a little bit longer 
period, with a room temperature of 
—10 F and refrigerant temperature of 
—25 F, a 2 hp water-cooled machine 
should handle this peak load satisfac- 
torily, and should also provide more 
satisfactory running cycles when not 


Balance your Air Conditioning 
Profits with Bal-Air Equipment 


For truly balanced, superior performance—for automatic air condi- 
tioning at its best— install Bal-Air packaged air conditioners. Bal-Air’s 
90 production models enable selection of the proper conditioner for 


every job. 


Balanced design gives greater efficiency and dependable performance 
—Balanced construction affords easy installation and maintenance— 
Balanced air delivery provides maximum comfort—Balanced economy 
assures low initial and operating cost. 


APH (Horizontal) SERIES — 
Units built in wide range of 
sizes, 3 through 60 tons capacity. 
Adaptable for duct installation to 
all types of air conditioning. 


Write today for complete de- 
tailed information. Some terri- 
tories are still open. 


Balanced AIR 
CONDITIONERS 


NASHVILLE 


BAS SERIES—Store 


freezing meat. This would be far 
more economical in both first cost 
and operating expense, and we be- 
lieve would more than justify the 
sacrifice in low room temperature and 
faster freezing. 


We suggest you use 6 freezer plates 
measuring approximately 22 x 60 
inches as shelves in the cold room, 
operated in series. A fan should be 
employed to circulate the air within 
the freezer room at a rate of approxi- 
mately 40 cfm. The fan should be set 
to blow air across the plates to in- 
crease their efficiency. 


If you feel that you must have a 
temperature of —25 F in the freezer 
section, we recommend using a 5-hp 
water cooled condensing unit with the 
plates, with the suction line from the 
plates providing the cooling in the 34 
F room with the use of the forced 
draft unit connected into the suction 
line. 


It would probably be possible to 
regulate and provide sufficient cool- 
ing in the front compartment without 
using a forced draft cooling unit in 
this room by cracking open the door 
in the cold room, making the front 
section act as a vestibule, or by plac- 
ing air vents with shutters at the top 
and bottom of the partition to pro- 
vide for the circulation of cold air 
into the warmer room. This would 
require manual operation, however 
and considerable checking and atten- 
tion to keep these temperatures at 
the desired degree. 


AP SERIES—Units available in ca- 
pacities from 5 to 50 tons. Com- 
pletely packaged, compactly designed. 
Only electrical, water and air con- 
nections required for operation. For 
home use single phase 2, 3, and 5 
ton units available. 


Cooling Units, 


self-contained and packaged in at- 


ments. 


MAY, 


tractively styled and beautifully fin- 
ished cabinets. Built in 3, 5, 
and 10 hp models to fit all require- 
Also similar models from 15 
thru 30 ton capacity. 


BAL- AIR CORPORATION 


TENNESSEE 


7% 
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Re DT 
LARGE and SMALL CAPACITIES 


Model 1000-W: Mills 
big sturdy-duty 10 
h.p. Water Cooled 
Condensing Unit. A 
giant for service. 


Model 25-C: Mills small % h.p. Air Cooled 
Unit. Widely used for a variety of require- 
ments. Dependable long-life construction. 


All Provide 
Same Reliability 
and Long-Life Economy 


Chosen again and again for their long-life dependability, 
Mills Compressors and Condensing Units, from the 10 h.p. 
down to the % h.p. capacity, give you a range to meet 
the big majority of all refrigerating and air conditioning 
requirements. 

You'll find no skimping—no over-rating. Because of proven 
performance, experienced engineers and service men know 
they can count on Mills Units long-life performance. They 
cost less per year! 


MILLS INDUSTRIES, Incorporated 
4100 Fullerton Ave. ° Chicago 39, Illinois 


M j L L & “S5 or 
CONDENSING UNITs 


CAPACITIES FROM 10 H.P. DOWN TO % H.P. 
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Another 
Addition 

to the 
Ever-Growing 


Krack 


Parade 


A COMPLETE NEW LINE OF COOLING TOWERS 


Krack Engineered Mechanical Draft Cooling Towers now available in eight 
sizes from 5 to 40 tons. 


Sturdy Construction of heavy gauge welded steel, 
AFTER fabrication. 


A Quality Product, in every respect, carefully designed, precision built and 
competitively priced. 


Write for Bulletin 5150 


hot-dipped galvanized 


Now Ready for Delivery, Floor Type Evaporative Condensers 


Refrigeration Appliances, Inc. 23%." 


Manufacturers of Refrigeration and Air Conditioning Lowsides 
Unit Coolers Gravity Coils Freezing Units 
Comfort Coolers Air Conditioning Units and Coils 
READY! NEW FEDERAL GIANT 


for Pd tb self-service 


OPEN MEAT CASE. 
CAN BE STOCKED FROM 
FRONT OR BACK. SINGLE OR CONTINUOUS. 


@ DESIGNED FOR FRESH MEATS! 


Maintains temperature of 30F or less. Attracts and creates 
impulse sales. Obtainable with lighted super-structure. 
Has proven tested features. 


@ FEDERAL HAS A COMPLETE LINE 


of Cases and Refrigerators. 
Some territories still open. 


Write for our proposition. 


FEDERAL REFRIGERATOR MFG. CO. 

Waukesha, Wisconsin 

Please send me at once, without obligation, complete in- 
formation on profit making Federal Cases and Refrigerators. 
Nome... 


Address....... 


Zone.. ee 
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DEPARTMENT STORE ... 
Continued from page 50 


central station system, for they can 
be moved about from location to loca- 
tion with a minimum of trouble and 
expense. Thus, if the distribution of 
these units is properly planned, the 
system can readily provide the same 
excellent results under the new ar- 
rangement that it did under the pre- 
ceeding setup. 

Another distinct advantage of the 
multiple packaged system, Viger 
points out, is that it can be largely 
installed during normal business 
hours without disrupting the store’s 
regular trade. Not only does this 
enable the store to conduct “business 
as usual” while the installation is in 
progress, but it also means that the 
installation of the equipment involves 
a minimum amount of overtime work 
on the part of the installing crews. 
Both of these factors, of course, 
effectively result in minimizing the 
actual cost of the installation. 


The packaged installation is a 
better bet from the service angle too, 
Viger feels, because of its inherent 
flexibility. If a central station plant 
breaks down, he reasons, the entire 
system must of necessity be shut down 
until the required repairs are made. 
If this should happen in extremely 
hot weather (and that, of course, is 
when it’s most apt to happen) it 
could readily result in the loss of a 
considerable volume of trade for the 
store. 

The packaged installation, on the 
other hand, is so arranged that each 
unit has its own individual switch and 
fuse on the master control panel. 
This makes it possible for any one or 
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> Hot-Dip Galvanized 


AFTER FABRICATION 


Protected inside and out — including fans, scrolls, panels and 
frames — against rust and corrosion. For extra protection, acid- 
resistant mastic paint is applied to entire inside after galvanizing. 


Features To Tickle the Serviceman’s Fancy 


In adding these new features to BOTH the Larkin ® Double ball bearing pumps and single-drive, heavy-duty motors 


Hydro-Miser Cocling Tower and the Larkin Evapo- And on the Larkin Hydro-Miser Cooling Tower — 


rative Condenser, we kept the serviceman in mind, as @ Eliminator section slides out for easy cleaning ® Wetted 


you will see: surface assembly also easily removable @ Large, orifice-type 


bronze spray nozzles easily removed for cleaning. 
*® One-piece grill, splash guard and panel on 3, 5 and 72 


ton models ® No screws or bolts on panels; Larkin latches have For complete details and latest prices on these 
replaced them ® Flange-type, self-aligning graphited bronze bear- 
ings on outside (exterior oil cup provided where center bearings 
are required) ® Easy, simplified installation; minimum piping consumption, see your wholescler or write us today. 


highly efficient units that save up to 95% on water 
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EASIER INSTALLATION 
BETTER PERFORMANCE 
WHEN YOU USE 


DELAVAN 


COMPRESSOR 
Replacement Parts 


WRITE TODAY 


for your free copy of the 
1950 Delavan Parts Cata- 
log. Precision parts for all 
popular models. 


DE 


MANUFACTURING 
COMPANY 


3009 SIXTH AVENUE 
DES MOINES 13, IOWA 


A typical Binks Type 
“K" heavy-duty, 
induced draft cooling 
tower. 


THERE'S A BINKS TOWER 
FOR EVERY COOLING JOB 


more of the packaged units to be 
shut down for maintenance work 
without affecting the operation of the 
other units and without materially 
altering temperatures in the con- 
ditioned area. In fact, complete units 
can be replaced, if necessary, with- 
out a moment’s loss in the effective 
operation of the system. 


To further facilitate the servicing 
of this system, each unit is equipped 
with a disconnect switch right at the 
unit itself, so that the serviceman 
can safely work on any unit in the 
system without taking the time and 
trouble to check the master control 
panel. 


Yes, the application of multiple 
packaged systems is steadily expand- 
ing, and an installation like this 
ought to offer conclusive proof to 
any packaged air conditioner dealer 
that his local department store 
definitely does fall within the range 
of his equipment and thus qualifies 
as a bona fide prospect for his prod- 
uct. 


BUY FROM YOUR 
REFRIGERATION WHOLESALER 


BOOK REVIEW 


Title: Heat Pump Applications 

Author: Emory N. Kemler, asso- 
ciate director, Southwest Re- 
search Institute; Sabert Oglesby, 
Jr., instructor in electrical en- 
gineering, Purdue University 

Publisher: McGraw-Hill Book Co., 
New York City 


Price: $6.00 


A practical discussion, written in 
nontechnical language, of the in- 
dustrial, residential, and commer- 
cial applications of the heat pump, 
both in the U.S. and in Europe. 
Covers operation, performance, and 
potentialities. 


From a general discussion of 
modern applications, the book pro- 
ceeds to heat pump cycles and the 
thermodynamics of the heat pump. 
Many illustrative examples make 
the material easy to read and to 
understand. For those interested 
in details of heat pump elements, 
the book describes such specific 
items of equipment as compressors, 
fans and ducts, motors, and ac- 
cessories. 


Temperature and design data 
have been included. A final chap- 
ter gives a patent survey for those 
having a more technical interest in 
the subject. 


For large scale water cooling... 
Binks Type “K” Towers cut your costs 


Eliminate costly water consumption 
Let a Binks Type "K” heavy-duty, in- 
duced draft tower cut your cooling- 
water costs by reducing water con- 
sumption to the minimum. The same 
cooling water is circulated over and 
over. A small power charge for 
pumping takes the place of a big 
water bill. 


Assure better performance 

Type "K” cooling towers give high 
cooling efficiency...the correct air 
to water ratio. They create their own 
breezes...are independent of nat- 
ural air circulation. This is a big ad- 
vantage in crowded locations. Binks 


Clog-proof Rotojet nozzles are 
used in both the spray-filled 
and deck-filled towers. 


Rotojet Nozzles insure correct fluid 
breakup for maximum heat dispersal. 
Binks Type “K” towers are used 
extensively in connection with large- 
scale air conditioning, refrigeration, 
and related applications. They are 
made in a range of standard sizes 
in both deck-filled and spray-filled 
models. A Binks engineer will gladly 
help you solve cooling problems. 


Sead today for technical 


bulletins describing Binks Type “K” 
Induced Draft Cooling Towers. Ask for: 
Bulletin 36—Type 2KS Spray Filled 
Cooling Towers (150 to 645 GPM) 
Bulletin 37—Type 2K-W Wood Filled 
Cooling Towers (150 to 495 GPM) 
Bulletin 39—Heavy-duty Type “K” 
Cooling Towers (1000 to 3000 GPM) 


cf 
Binks MANUFACTURING COMPANY 


REPRESENTATIVES IN ALL PRINCIPAL CITIES M 3124-38 CARROLL AVENUE, CHICAGO, ILL. 
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ONLY THE SPORLAN CATCH-ALL FILTER-DRIER 


GREATEST FILTERING 
AREA 


HIGHEST DEGREE OF | 
ACTIVATION 


Size for size, the Sporlan Catch-All with its scien- 
tifically molded porous cylinder offers the greatest 
filtering area because its end surface is augmented by 
its complete cylindrical surface into a tri-dimensional 
filtering area, filtering out any foreign matter as min- 
ute as 9 microns with negligible pressure drop! 

Sporlan Catch-Alls are activated to the highest 
degree of dryness after they are completely assembled 
by subjecting them to a temperature of over 500° F. 
for a minimum of four hours! The Sporlan Catch-Alls 
are then sealed with moisture proof seals to prevent 


any loss of activation before installation. 


When you want perfectly clean, 
perfectly dry refrigeration systems . . . install TRI- DIMENSIONAL 


SPORLAN Catch- 0s FILTERING AREA 


the perfect filter-driers and GET PEAK AND HERE ARE 5 ADDITIONAL 
PERFORMANCE ON ALL INSTALLATIONS EXCLUSIVE CATCH-ALL FEATURES 


Catch-Alls are available in all sizes at 1. They cannot powder! 


' 
all Sporlan wholesalers S. They connat pacts! 
3. The refrigerant cannot channel around the 


desiccant! 


4. The unique, porous Catch-All cylinders are 
molded of minute particles of a highly efficient 
desiccant, the efficiency of which is greater than 
that of the same desiccant in granular form. 

They dry down to a low end point...a point 
so low that any remaining moisture is abso- 
lutely harmless! 


VALVE COMPANY SS AEDES GO 
7525 SUSSEX AVENUE ° * « ST. LOUIS 17, MISSOURI 
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Packaged Cooling — Production Tool 


NDUSTRY has proved to its own satisfaction, during the past few 
P . *“* . 8 P 
years, that packaged air conditioners are exceedingly useful produc- 
tion tools. 


Manufacturing and industrial plants face two paramount problems: 
(1) Keeping production at high levels to keep pace with consumer de- 
mand; (2) Reducing production costs wherever possible to maintain 
satisfactory net profits. 


Packaged air condtioning equipment offers manufacturers major 
assistance both in speeding production and reducing costs. 


By controlling temperature and humidity, packaged air conditioners 
increase the precision of machine tool operations and reduce costs. In 
this manner production is increased and costs lowered. 


The productivity of workers is increased and absenteeism is reduced 
when temperature and humidity are controlled. 


There are countless thousands of applications for packaged air con- 
ditioners in industry. As you review the condensed list below, many 
additional uses will automatically come to mind. 


Somewhere in your community, no matter what its size, packaged 
air conditioning equipment has one or more applications in industry. 


Study the industrial plants in your community, and make a list of those 
which might profitably use this equipment and aren’t using it now. Then 
canvass these plants, and show them how air conditioning can help to 
increase their production, lower their costs. 


Here are just a few of the industrial usages to which packaged air 
conditioners can profitably be applied: 


Abrasive manufactur- Pharmaceutical manu- 
ing facturers and laborator- 
ies 


Ball bearing manufac- 


turers Precision assembly 


areas 


Dental laboratories Precision instrument 


manufacturing and re- 
Dial telephone ex- — 
changes ie i 
Precision machining 
areas 
Drafting rooms 


Storage areas 
Film manufacturers 


and processors Testing laboratories 


Lithography and print- Textile laboratories 
ing 
Textile manufacturers 


Optical 
and repair 


manufacture 
Tool and gauge rooms 


AIR COMFORT SHIFTS 
WHOLESALE ACTIVITIES 

Wholesale activities of Air Comfort 
Corp., Chicago, will henceforth be 
handled through a new organization, 
Temperature Equipment Co., accord- 
ing to H. E. Wheeler, Air Comfort 
Corp. president. Temperature Equip- 
ment Co. will handle distribution 
of Carrier products formerly hand- 
led through Air Comfort Corp., and 
also will distribute York-Shipley do- 
mestic heating equipment, Cleaver- 
Brooks industrial oil burners, Wilson 
air filters, and Airgard window ven- 
tilators. 

Air Comfort Corp. will continue 
to contract for the installation of 
Carrier air conditioning equipment 
and will carry on retail activities. 
Roy Heier, vice president, will have 
charge of sales activities for Temper- 
ature Equipment Co. 


HANDLES WORTHINGTON 

Biscayne Air Conditioning Co., 
610 NE 13th St., Miami, Fla., has 
announced its appointment as south 
Florida distributor for Worthington 
air conditioning and refrigeration 
equipment. 


INTER-MATIC SERVICE 
STATIONS APPOINTED 

International Register Co. has re- 
cently appointed a number of agents 
and service stations on the west coast 
for its Inter-Matic time switches line. 

Stocking agents include: McLou- 
ghlin Co., 811 E. 14th Place, Los 
Angeles; Keeler, White Co., 615 7th 
St., San Francisco, 322 N. W. 4th 
Ave., Portland, and 1041 6th Ave. S., 
Seattle; and H. Geo. Shefler Co., 240 
S. lst Ave., Phoenix. 

Service stations are: California 
Electric Service, Inc., 832 S. Alva- 
rado St., Los Angeles; California 
Electric Service Station, 168 1st St., 
San Francisco, and 1407 E. 4th St., 
Long Beach, Calif.; and B. W. Cobb 
Watch and Clock Shop, 220 S. W. Al- 
der St., Portland. 


NAMED McCRAY DEALER 

Rainey Refrigeration Co., 207 
Broad St., Hattiesburg, Miss., has 
been named authorized dealer for 
McCray “Koldflo” refrigerated fix- 
tures in Hattiesburg, Laurel, and 
surrounding counties. 
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ELIMINATING COMPRESSOR VIBRATION WITH 


Twenty-four-hour operation of a huge icebox for 
cold testing (to —83° F.) aircraft instruments, 
plays a vital role in maintaining the supply line 
to today’s multi-engined and supersonic aircraft. 
Greater assurance of a continuous duty refriger- 
ating plant was given with the installation of 
Bendix Vibration Reducers for absorbing com- 
pressor vibration. Manufactured from seamless 
drawn tubing, the deep parallel corrugations and 
uniform wall thickness assure maximum flexibil- 
ity and service life. Bendix Vibration Reducers in 


out wear all other 5 tal 


superior to all others. 


workmanship or inferior materials. . 


No. 144-244 
S. S. Wire Tube 
Cleaning Brushes 


a > 
Copper Pipe 
Cleaning Brush 


 ———OO 


No. 100—Tin 
Handle Acid Brushes 


GNSS hY cme ge 


117 W. WALKER ST., MILWAUKEE, 


ae 


standard sizes—all chemically cleaned and 
sealed —are available from stock. Special assem- 
blies can be engineered to your requirements. 
Write today and let our engineers work out your 


problem with you. 
LOOK FOR THE MARK OF QUALITY 


ECLIPSE-PIONEER DIVISION > 


BENDIX AVIATION CORPORATION 
TETERBORO, NEW JERSEY AVIATION CORPORATION 


Canadian Representative: The Holden Co., Lid, 614 St. James Street, West Montreal 3, Canada 
Expert Sales: Bendix International Division, 72 Fifth Avenue, N. Y. 11, N. ¥. 


aaa 
BRUSHES 


Recent tests again proved 

tM Tai time er tee 

Fully guaranteed against faulty 
. Schaefer brushes will do a better 
cleaning job and will last longer. It's economical 
to buy the finest made... for the finest, 


always buy Schaefer. 


Send Your Cleaning 


Problems to Schaefer 


When you run into an 

unusual cleaning problem pass it along 
to Schaefer experts for 

prompt solution. 


Copper Tube Fitting 


ee 


"Always Buy Schaefer a 
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a A GOOD POINTER ON 


REPLACEMENTS... 


i WN —check first with Ranco 


Looking for dependable performance and precision 

operation in both commercial and household refrigera- 

tion Replacement Controls? Then by all means stop in 

and see the new RANCO REPLACEMENT REFERENCE 

e specialists in No. 1244 at your nearest Ranco oe =~ most 
refrigeration complete pent manual of its kind, this helpful 
i reference lists Ranco replacements for more than 4,000 
° dependability controls. You'll find an alphabetical listing of all refrig- 
* greater customer eration manufacturers and trade names, as well as the 


satisfaction Ranco Replacement Control code number. No need to 
e less stock to carry 
e more profits to you 


hunt all over town—replace it right with Ranco! 


Kanco Duc. 


COLUMBUS 1, OHIO 


WORLD'S LARGEST MANUFACTURERS OF REFRIGERATION CONTROLS 
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THE SERVICE MAN'S DEPARTMENT 


HERES HOW / 


Guard Against Sparks 
In Operating Rooms 

Extreme caution must be exercised 
whenever equipment is installed in 
hospital operating rooms to see to it 
that all possibility of sparking is 
eliminated, as the rather heavy con- 
centration of ether or other anaes- 
thetics frequently present in the air 
of such rooms constitutes a very criti- 
cal fire and explosion hazard. 

Motors used on any air condition- 
ing or ventilating equipment for such 
rooms should be of the explosion- 
proof type. Hermetic units would 
normally be acceptable as far as the 
motors are concerned, but there is a 
possibility that even the control it- 
self, if it has open contacts, could 
cause sufficient spark to set off the 
gases. 


* 


a . ‘a— | 
2S 8 Ee sf : 


ina 


Ye" FLARE NUTS 


‘ BENDING SPRING 


N MAKING short bends close to 
the end of a length of tubing and 
close to the flare nut, I have found 
this simple innovation a great help. 
Use a %-inch union (for %-inch 
work) with opening large enough 
to allow insertion of %4-inch bend- 
ing spring. Cut and flare a 6 to 8- 
inch piece of tubing. Insert in flare 
nut and screw on to union. Insert 
this (with bending spring) into nut 
on tubing to be bent. This serves as 
a good handle and prevents distor- 
tion of the flare. You will be sur- 
prised how easy it is to make a good 
looking and short bend by this 
method. 
Einar H. Martinson 
Minneapolis, Minn. 


Edited by 


ERE is a little idea that has 

' been a great help to me in in- 
stalling door gaskets. When making 
ealls which involve door trouble I 
always carry along two specially con- 
structed supports on which to lay 
the door after it has been removed 
from the refrigerator. 

These supports were constructed 
as follows. I took two 2-foot lengths 
of 2 x 4, and fastened to each of 
these a corresponding length of 1 
x 2 furring strip as indicated in the 
sketch. Then to each of these fur- 
ring strips I fastened a strip of Type 
R door gasket, stapling it to the 
lumber through the under-lap of 
the gasket so that the staples would 
be covered up by the top piece of 
the gasket and thus could not pos- 
sibly sear a door. 

These supports provide a steady 
working surface on which to rest the 
door while replacing the gasket, and 
they are high enough to allow plenty 
of clearance for the door handle so 
that the door will lie flat. 

C. C. Pride 
Tulsa, Okla. 


9 Points to Check 
In Contract Servicing 


The average packaged air condi- 
tioning unit is installed in a location 
where the owner has no idea what- 
soever of the operation of the unit. 
For this reason he should be sold on 
the idea of a contract service agree- 
ment to insure such things as the unit 
being properly lubricated and filters 
being replaced at regular intervals. 

As new belts tend to stretch, fan 
belts should be checked after a rea- 
sonable period of operation and the 
tension readjusted as necessary. Belts 
should be checked once or twice dur- 
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ing the first month of operation. 

If the unit is to be shut down for a 
prolonged period, it should be pump- 
ed down. It is advisable to tag all 
valves and electrical controls, indicat- 
ing that the valves be opened before 
the unit is started. 

It is suggested thaf the following 
points of inspection be covered at 
the time of starting the unit up for 
the next cooling season: 


1. Lubricate motor. 

2. Check compressor oil charge. 
3. Check refrigerant charge. 

4. Test for leaks. 

5. Adjust fan and fan belt. 


6. Inspect filters and repair if nec- 
essary. 


Ve" 08 3/8" FLARE 
MALE END 
HANDY tool for any service- 
man’s kit can be made from an 
old discarded dryer. Simply cut ap- 
proximately 2 or 3 inches from one 
end of the old dryer body (I have 
two such units, one with 3%-inch and 
one with %-inch flare male ends) 
and you have a small funnel that 
can be used for a hundred different 
odd jobs in refrigeration work. 

For instance, a funnel of this 
type greatly facilitates the adding 
of oil to a compressor, or the adding 
of methyl alcohol to the system di- 
rectly to the high side (liquid line) 
by screwing the funnel onto the 
valve nut. This procedure cuts 
guesswork, spilling, and waste to a 
minimum, 

Jack M. Bilson 
Elmira, N.Y. 
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Srest-0. ¢e HALIDE 
Lea 


Trade-Mark 


Rete 


Quick — Always ready for 
use. Lights instantly. Locates 
exact source of leak with a 
few sweeps of test hose. 


Sure — Reacts instantly to 
smallest concentrations of all 
non-combustible halide refrig- 
erant gases commonly used 
in domestic and industrial 
systems. 


Simple — Easy to use any- 
where. No delicate parts to 
get out of order. 


Price (less tank)... $14.50 


“Prest-O-Lite” is a registered trade- 
mark of a Unit of Union Carbide and 
Carbon Corporation. 


See your jobber or write us for further information. The Linde Air 
Products Company, 30 East 42nd Street, New York 17, N. Y. In 
Canada: Dominion Oxygen Company, Limited, Toronto. 


Order from your local Jobber 








SEE THE NEW 


7 Tapaline us 
HERMETIC GAUGE PORT 


@ A tool every service man should 
carry 


© A permanent gauge port on her- 
metically sealed units 


@ To correctly diagnose trouble in 
refrigeration systems, head and 
back pressures should be known 


Cut-a-way 
View 


Actual Size « Easy to install—mounts in any 


position—no special tools needed 
3 SIZES TO FIT 1/4”— 
5/16”—3/8” TUBING 


ORDER FROM YOUR DEALER 
OR DIRECT 


—fits tight spots 
$1.25 


MECHANICAL REFRIGERATION ENTERPRISES 
9032 Lankershim Blvd. STRUM) RAUL a Ore 


7. Check seating of water regulat- 
ing valve. 

8. Check condensate drain, making 
sure it is clean and open. 

9. Check air distribution from unit. 


Minimize Noise in 

Packaged Installations 
Installation of packaged air condi- 

tioners is becoming more and more 

critical as the number of installations 

in low noise-level locations such as 

banks, offices, and funeral parlors in- 


| creases. 


To complicate the problem, many 
of these installations are in rooms 
that reflect and tend to magnify the 
noise rather than absorb it. The use 
of tile walls and paneling further em- 
phasizes the need for careful installa- 
tion. 

In all such cases, transmittal of 
noise through ductwork must be elim- 
inated. Use of a canvas collar con- 
necting the ductwork to the unit will 
prevent the transmittal of vibration. 
Flexible connections for water lines, 
condensate drain, and power lines 
will greatly decrease the amount of 
noise transmitted from the unit. 

Also, correct channeling of air flow 
throughout the room is of great im- 
portance. Nothing will unsell an air 
conditioning customer as quickly as 
a drafty installation. 


New Drilling Tool 

A new portable right-angle-drive 
electric drill which has three drilling 
speeds has been developed by Mil- 
waukee Electric Tool Corp., and since 
it weighs only 8 lbs. it should be of 
interest to refrigeration contractors 
and service mechanics. 

Speeds are variable from 300 to 
675 rpm for drilling of wood, cera- 
mic, glass, stone composition and 
sheet metal materials. Either high 
speed carbon steel or carbide bits 


|can be used. 


The right-angle-drive attachment 
allows drilling in close or obstructed 
places that might be inaccessible with 
standard electric drills, and the 
handle can be adjusted for either 
right or left hand operation. 

If any of you are interested in 
getting more information, drop us 
a note on the card you'll find else- 
where in this issue. 





BUY FROM YOUR 
REFRIGERATION WHOLESALER 
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In 16 Short Weeks you can be fully 
trained in Sealed Unit rebuilding if you 
meet the following reguirements: 


You must now be an experienced refri- 
geration service man or a graduate of a 
resident training course from a reput- 
able refrigeration school. 


SEALED UNIT 


REPAIR 


Rebuilding Hermetically Sealed Refrigeration 
Units Can Increase Your Earning Power...Can 
Pave the Way for Starting Your Own Business! 


Learn to Be an Expert in these phases: 
Development of the Sealed Unit—Com- 
plete Testing Methods—Types of De- 
sign and Wiring Systems—Motor Re- 
winding—Parts Machining—Types of 
Refrigeration Controls— Dehydration 
and Sealing Procedures—Final Testing 
and Recharging of the Hermetically 
Sealed Units. 


State of Minnesota Private Trade School License #1950-3 


Practical Trades Institute is a resident 
trade school employing capable licensed 
instructors who give personal attention 
to students. The training course has no 
age limit, is GI approved. Assistance is 
given in finding housing, part time work 
and a job after graduation. 


For a Brighter Future Through Specialized Training, Write: 


APPROVED 
FOR 
VETERANS 


25 University Avenue S. E. «+ 


PRACTICAL TRADES 


INSTITUTE, INC. 


APPROVED 
BY 
STUDENTS 


Minneapolis 14, Minnesota 


HIGHLY QUALIFIED GRADUATES AVAILABLE FOR EMPLOYMENT 
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«!... Paragon 


DEFROSTING TIME SWITCHES 
NOW AT LOWEST NET PRICES! 


series 300-M 


ONLY 1 Tisst 


FOR ALL TYPES OF 

COMMERCIAL 

REFRIGERATOR DEFROSTING: 
Electric Heat * Hot Gas 
or Compression Shutdown 


for UNIT COOLERS * FROZEN 
FOOD DISPLAY CABINETS 
REACH-IN CABINETS 
WALK-IN BOXES * LOCKER 
PLANTS * FUR STORAGE 
VAULTS 


See your jobber or write for free 
bulletins and installation data. 


Paragoneuecteic comPANY 


1688 12th STREET © TWO RIVERS, WIS. 


America’s Foremost exclusive 
manufacturer of Time Con- 
trol Switches for all uses, 
including ‘“‘de-frost-it" for 
domestic refrigerators, only 


REFRIGERATOR 
DOOR GASKETS 


AND ACCESSORIES 


Supplied by Wholesalers Everywhere 


Jarrow PRODUCT/ 


co 


— = 
Ss, 420 NO. LA SALLE ST., CHICAGO 10 





CONTRACT SERVICING ... 
Continued from page 47 


has built up in his handling of air 
conditioning maintenance work. In 
some instances, a schedule such as 
that shown in the April, 1950 issue of 
this magazine (see Page 35) can be 
applied. The wisest course is to base 
your contract charges on your own 


| experience, rather than on the other 
| fellow’s. 


You'll make a bum guess now and 
then, perhaps, but at least you’ll have 


| the initial advantage of knowing 


what basis you started from, and you 





can revise your “formula” periodical- | 
ly and eventually develop a workable 


pattern that will ensure profits under | | 
| normal conditions. | | 
On contracts calling for labor only | | 
| to be furnished by you, with the cus- | 
| tomer paying for parts required, a 


suitable price formula might be de- 
veloped by multiplying the following 


factors: service call rate x number of 


calls scheduled in the agreement x a | | 
| multiplier factor to compensate for 
| unexpected 
variable that might have been over- | 


service calls or other 


looked when the contract was made. 
Here again, this multiplier factor 


| should be based on the dealer’s own | 


experience, and his success in these 
types of contracts will depend largely 
upon how well he builds up and com- 
piles his “experience” tables. 

To provide effective customer fol- 


low-up and to efficiently control the | 
routing of service men when perform- | 


ing the services called for in the main- 
tenance agreement, it is Sette 
that a 3 x 5 card file be used. 

Each card should provide the fol- 
lowing information: (1) Mainte- 
nance agreement number and date; 
(2) Customer’s name and address; 
(3) Inspection dates scheduled; (4 
Information as to type of contract, if 
more than one type is offered by the 
dealer; (5) Dates inspections are per- 
formed; (6) Description of equip- 
ment, including serial number; (7) 
Price of the agreement. 

With this information, a regular 
check can be kept on all existing con- 
tracts, and routings arranged to cover 
them all periodically. Over-calls on 
certain customers can be avoided, and 
the system operated more efficiently. 
Some dealers, who like to maintain a 
cross-check system, set up a second 
set of 3 x 5 cards by street address 
and customer name. 


| 





PUT IT TO WORK 
FOR YOU 


WHAT equipment prospects need 
thi need it 


successful dealers sell it 
WHERE your best markets are 
HOW to figure job requirements 


You'll find the answers to all these 
problems in this fact-filled, 448-page 
book. Put it to work for you... 
let it help you make more sales, 
greater profits. Thousands of deal- 
ers call it “an indispensable selling 
tool.” Price $5, postpaid. Send 
orders to 


MANUFACTURERS DIRECTORY CO. 
1240 Ontario Street Cleveland 13, Ohio 








VIBRATION problem? 


to 10%" 0.D. 


METAL PRODUCTS CORPORATION 
DEPT.CR - 31 WINTHROP AVE. 
NEW ROCHELLE - NEW YORK 
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FOR OVER 10 YEARS 
AN OUTSTANDING 


LST SELLER7 


FOR EXTRA STRENGTH AND SAFETY) 
Forged brass ends are threaded and 
soldered to heavy copper shell. Strong 
pressure-proof construction — guar- 
anteed protection against leakage. 


The Mueller Brass Co. Deluxe Drier is a time- 
tested veteran in the ever-changing field of refrig- 
eration driers. Our Laboratory and Development 
Engineers are constantly testing all types of 
drying agents, filtering elements and: various 
shaped shells, but the Deluxe Cone Screen 
Drier has proved to do a better job of drying 
a mechanical refrigeration system than any 


ion Femoves; 
> matter 
Fefrigerant 
absolutely 
clean. 


cleaned 
additional flat sereen provide perfect clean- 


ing properties. 


other drier. Forged brass ends are threaded 
and soldered to the heavy copper shell for extra 
strength and pressure-proof protection. The 
exclusive cone screen filter has unequalled per- 
formance in removing all foreign matter from 
a system, leaving the refrigerant absolutely 
clean. Any dessicant will be supplied, depend- 
ing upon your preference. 


MUELLER BRASS CO. PORT HURON, MICHIGAN 
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MR. REFRIGERATION MAN 


Sell KOCH 
SUPPLIES 


To Locker Operators 
* Meat Markets 
* Packing Houses 
+ Sausage Plants 
CHECK THESE POINTS 
¥ Our Catalog is Your Stock on Hand 


All items Competitively Low Priced 
Complete Locker Equipment, in- 
cluding Tracking 

Packing House Equipment and 
Supplies 


Prompt Shipment Everywhere 


v 

v 

v 

¥ The KOCH Quality Reputation 

v 

Vv New, lower prices. Larger variety. 


Wherever you sell refrigeration equipment, 
here’s added business for you without extra 
selling effort. Make extra money easily! You're 
“in” on refrigeration already . . . now get 
“in” on profitable supplies for the meat indus- 
eryt Order right out of our catalog . . . you 
don’t need tc put in a stock. New catalog 
No. 75 just off the press. 


WRITE FOR CATALOG NOW 
iT WILL SELL BY ITSELF! 
Seeeeeeeeeeeeess 


5 KOCH SUPPLY CO. 
@ 20TH & McGEE ST., 
@ KANSAS CITY, MO. 


Please send me fhe new KOCH Catalog 
No. 75. 


SBR MN Se Le 
z 
e 
3 
oe 


Fire D 
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K 0 CH SUPPLY CO. 


20th &BMcGEE © KANSAS CITY 8, MO. 


OPPORTUNITIES 


‘ilaieal Abinttead tremendous values! 


Rates: for “Positions Wanted,” $4.00 minimum, 61 ? 
limit 25 words. For all other classifications, | d 
$4.50 minimum for 25 words or under, each on y...USe 


additional word 15c; boldface type or all capi- 
tals, $7.50 minimum for 25 words or under, 


| each additional word 20c. Box addresses count 
| as five words, other addresses by actual word 
| eount. All advertisements in this section are e 


payable in advance. 


| a CYLINDERS 
WANTED IN LOUISIANA—Factory repre- | 


sentative to handle famous KOLD DRAFT 
line of draft beer dispensing equipment, | Date of manufacture 1943 to 
bottle coolers, walk-in coolers, ice cube 1945. All in excellent condition 
makers. Must be established manufacturer’s 3 ¢ 

representative capable of building dealer | - - + big reductions on large quan- 
sales organization. Write stating experience tities! 
and qualifications to Uniflow Mfg. Co., 

Kold-Draft Division, Erie, Pa. 


A mid-western wholesaler with an estab- | 


ICC 4B 300 
lished Refrigeration Dept. requires an ex- 


perienced Salesmanager. Write Box 4150, | COMPLETE WITH CAPS AND 
Commercial Refrigeration & Air Condi- VALVES . . . MADE BY 
tioning. PRESTOLITE 


POSITIONS WANTED 
—_ PHONE, WIRE OR WRITE 
Carefully selected group of trained men 


graduates of reliable and well established INDUSTRIAL AIR 
trade school, now available to fill positions 

in the Radio or lessee field. Will- p R o D U Cc T S Cc °o . 
ing to travel anywhere. Why not fill that : 

vacancy with an efficient and reliable man. 3200 N.W. Yeon CApitol 1821 


Write Eastern Technical School, 888 Pur- PORTLAND, OREGON 
chase Street, New Bedford, Mass. 


REPRESENT ANEMOSTAT ae 

Augur, Jones & Green, 62 LaSalle | 14 Sales Manager C. Milton Wilson 
Road, Hartford, have been appointed | announced recently. J. M. Augur, 
representatives for the State of Con- | R. C. Jones and A. F. Green head the 
necticut by Anemostat Corp. of Amer- | firm. 


NO MORE FREEZE-UPS 


4 re tl es valves or capillary tubes! 


works like magic 
_ SERVICE MEN SAY:"ICE-X IS GREAT!” 


When ice forms in expansion valves 

or capillary tubes, ICE-X is a sure 

remedy ... ICE-X is non-corrosive 

—harmless to parts. An ice-eliminator 

that can’t be beat for Freon, Carrene, 
or Methyl Chloride systems. .. Order from your 
jobber. If no jobber, order direct. 


Te rrTT 77 CO. ee 


‘738 ee ee 7 " eee) 6, tttinois 
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INDEX TO ADVERTISERS 
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Alco Valve Co. 
Allen-Bradley Co. 

Harry Alter Co 

American Brass Co 
American Platinum Works. . 
Ansul Chemical Co 
Automatic Products Co.. 


Bal-Air Corp 

Binks Mfg. 

Black, Sivalis G Brvson, Inc. 
Bonney Forge G Tool Works... 
Bridgeport Fabrics, 


Brunner Mfg. Co. ce Fc ths ahs eal - «+ On the SALES FLOOR 
forthe Reba Gas Br ; --.and on the JOB— 
Century Electric Co.. <$we ks sack ae ' EVERY DAY IS ‘ 


Chicago Metal Hose Corp.. 
Chicago Seal Co 
W. B. Connor Engineering Corp. 


Copeland Refrigeration Corp... . 
Davison Chemical Co... .. 


Dayton Rubber Co.. ; 
Delavan Mfg. Co........ 


Detroit Lubricator Co Se afoe : For Lehigh 


| QUALITY Everyday ' BLU-COLD Dealers 
Fine Products Cnet concn | is the KEYSTONE of the LEIGH TEAM | | 


Frigidaire Div., General Motors Corp..... 


Eastern Industries, Inc nen 
Eclipse-Pioneer Div., Bendix Aviation Corp... . 





@ Advanced ieee is and precision engineering. 
@ Reliable ASRE Ratings. 
@ Maximum interchangeability of parts. 
— i ey co ats aris @ “SHOW DAY” performance all the time for the 
Highside Chemicals Co... jobber, the dealer, the service man, and the many 
manufacturers now using LEHIGH BLU-COLD units 
as standard factory equipment. 


A COMPLETE LINE — 1/4 to 5 H.P. 


General Electric Co., Air Cond. Dept. 


SLU-LOLD 


imperial Brass Mfg. Co... . 
industrial Air Products Co... 
International Register Co... 


Jamison Cold Storage Door Co. 


Jarrow Products 

Kelvinator Div., Nash-Kelvinator oe. - 
Kinetic Chemicals, 

Koch Refrigerators 


Kold-Hold Mfg. Co 


Package Air Cooled—1/4, 
1/3, 1/2 H.P. ¢ Standard Air 
Cooled —1/2 H.P. © Heavy 
Duty Air Cooled —1/3, 1/2, 
3/4, 1, 1¥2, 2, 3 H.P. ¢ Water 
Cooled—1/2, 3/4, 1, 12, 2, 
3, 5.H.P. © Combination Air 
and Water Cooled—1/2, 3/4, 


1, 1Y%, 2, 3 H.P. ¢ Truck Units 
—3/4, 1, 1¥2, 2 H.P. © Auto- 
matic ‘High Side Defrost Units 
¢ Units for Evaporative Con- 
densers « Water Cooled Con- 
densers * Gasoline Engine 
Driven Units « Units for Spe- 
cific Uses ¢ Bare Compressors 


Larkin Coils coated Ss | Oa Write For New Catalog 
Lehigh Mfg. Co. ia ieee ae 7 ll 
Linde Air Products Co., 

Unit of Union Carbide and Carbon Corp.. 


McIntire Connector Co.. 

Marley Co., Inc.. 

Jas. P. Marsh Corp.. 

Mechanical Refrigeration Enterprises 
Mills Industries, 
Minneapolis-Honeywell Regulator Co. 
J. W. Mortell Co 

Mueller Brass Co. 


National Lock Co..... 
Northern Indiana Brass Co. 


Packless Metal Products Co. 
Paragon Electric Co 
Peerless of America, Inc.. 
Penn Brass G Copper Co... 
Penn Electric Motor Co... 
Penn Electric Switch Co... 
Practical Trades Institute. 
F. Pritchard G Co..... 


Ranco, Inc ; 
Refrigeration Appliances, Inc. 
Refrigeration Engineering, Inc. 
Remco, Inc. 

Revere Copper G Brass, Inc... 
Rotary Seal Co. 


Schaefer Brush Mfg. Co... 
Cyrus Shank Co 

Sporlan Valve Co.. 

Sun Oil Co.. 

Superior Valve & - Co.. 
Sweden Freezer Mfg. 


Techniflex Corp 

Temprite Products Corp.. 

Texas C 

Turner Brass Works 

Typhoon Air Conditioning Co., Inc 


Union Carbide and Carbon Corp., 
Linde Air Products Co. Unit 

United Refrigerator Co 

U. S. Air Conditioning Co..... 





Virginia Smelting Co 


ET sos orm as PLANT: LANCASTER, PA 


Westinghouse Electric Corp EXPORT DEPT: 39 BROADWAY, NEW YORK 16, N.Y 
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Wagner Electric Corp 





You’ll Get Best Results 


with Honeywell Electronic 
Air Conditioning Control 


a simple coil of wire does it all 
NO MOVING PARTS 


New Honeywell ELECTRONIC Thermostat 
+ 
a 
. 


. WwW HEN you use Honeywell Electronic Control for your heating, ventilating or 
air conditioning installations, you know your equipment will produce the 
finest results of which it is capable. Electronic Control is up to one hundred times 


more sensitive than existing types of control, and yet it offers extreme simplicity 
with much more flexibility in its applications. 


The Honeywell Electronic thermostat is merely a simple coil of wire with no 
moving parts—nothing to wear out. And see how other factors are simplified! Basic circuits 
are the same for all types of applications. Fewer control units are needed. A single 
thermostat, for example, can be used for both heating and cooling with automatic change-over 
from one situation to the other at any selected temperature level. 


It means a simple, practical answer to many problems for which there has pee been 
no clear-cut solution. So watch Honeywell Electronic Control carefully. It’s opening the 


way for new horizons in the industry. Minneapolis-Honeywell, Minneapolis 8, Minnesota. 
In Canada: Leaside, Toronto 17, Ontario. 


“SIMPLE IN OPERATION 1 Ce + ee : 
FLEXIBLE IN APPLICATION Dine , VW o 
ACCURATE IN CONTROL e 

AND SUPERSENSITIVE liad ih ooh. hcl. 


* 
° * 
* 
73 BRANCHES FROM COAST TO coast WitH SUBSIDIARY COMPANIES IN: TORONTO * LONDON © STOCKHOLM © AMSTERDAM © BRUSSELS © ZURICH * MEXICO CITY 
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MODEL 204¢C 
PU ee A 


Just unscrew the metal cap, turn the 
handy knob to the exact operating pres- 
sure your system needs — then install 
the new A-P Model 204C. That's all! 
There's no waiting for the system to set- 
tle down; no gauges to use. The Model 
204C adjusts its capacity to balance the 
machine capacity automatically. How's 
that for simplicity and time-saving? 


The new A-P Model 204C is the only 
automatic expansion valve with the quick- 
adjusting, easy-to-read scale on the ad- 
justing knob! 


In addition, you can remove the large 
strainer for cleaning any time, without 


ADJUST IT TO 
REQUIRED PRESSURE 
BEFORE 
INSTALLATION 


disconnecting either liquid or suction 
lines. That's another A-P exclusive. 
These two advantages, plus its extreme- 
ly small and compact size, its full ad- 
justment range, 15" to 45 Ibs., and its 
precision-engineered friction-free opera- 
tion, make the A-P Model 204C your 
best valve for all small systems. Nomi- 
nal capacity is Y% ton Freon, 34 ton 
Freon 22 or Sulphur, 7% ton Methyl. 
Prove the new A-P Model 204C Au- 
tomatic Expansion Valve on all your 
systems — to your own profit — for 
faster installation and more DEPEND- 
ABLE refrigerant control. See it at your 
jobber, or write for bulletin E102. 


TS ai LS 


New A-P Model 204C Auto- 
matic Expansion Valve. Rec- 
ommended for Domestic Re- 
frigerators, Water Coolers, 
Drink Dispensers, Freezers, 
and similar units. 


AUTOMATIC PRODUCTS 
COMPANY 


2486 North Thirty-Second Street 
Milwaukee 10, Wisconsin 
Export Department, 13 E. 40th St., New York 16, N.Y. 





If any of these symptoms appear, see your doctor at once. 
Write for the booklet about cancer. Just address your request to “CANCER”. 


AMERICAN CANCER SOCIETY, INC. 


THIS SPACE CONTRIBUTED IN THE PUBLIC INTEREST BY 


COMMERCIAL REFRIGERATION and AIR CONDITIONING 








